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Toronto 


To  The 

Druggists  of  Canada 

We  wish  you  a  Merry  Christmas  and  thank,  you  for 
a  patronage  exceeding  that  of  any  previous  year. 

In  wishing  you  a  Happy  and  Prosperous  Aew  Year, 
we  venture  to  suggest  that  your  prosperity  will  he 
materially  advanced  by  the  installation  of  the  New 
Way  System  of  Store  Fixtures  and  Show  Cases. 

We  trust  that  we  will  merit  your  future  orders  for 
the  most  efficient  store  equipment  ever  manufactured 
in  Canada. 


Jones  Bros.  &  Company,  Limited 


Winnipeg 


Builders  of  the  Better  Drug  Stores 

TORONTO 
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Bayer  Gives 
"Free  Goods" 

On  Mixed  Orders  Equivalent  in  Value  to  Orders  Listed  Below 

y2  Doz.  12's  FREE  with    3  Doz.  12's  Vz  Doz.  24's  FREE  with    3  Doz.  24's 

1  Doz.  12's  FREE  with    6  Doz.  12's  1  Doz.  24's  FREE  with    6  Doz.  24's 

2  Doz.  12's  FREE  with  12  Doz.  12's  2  Doz.  24's  FREE  with  12  Doz.  24's 

In  Addition  Your  Jobber  Allows — 

5     %  net  on     3  Doz.  Assorted 

7/4%   ne*  on     ^  Doz.  Assorted 

10      %   net   on  12  Doz.  Assorted 

Stock  "Bayer"  in  quantity  sufficient  to  take  advantage  of  Free  Goods  and 
Discounts  and  Greater  Profit.     Absolutely  no  risk. 

"Bayer  Tablets"  of  Aspirin  are  guaranteed  to  sell.  If  for  any  reason  they  do 
not  move  fast  enough  to  suit  you,  send  them  back  and  get  your  money. 

Bayer-Tablets 

of  Aspirin 

Aspirin  is  advertised  in  your  own  home  newspapers  and  the  magazines.  You 
can  share,  without  cost  to  you,  in  the  business  created  by  this  big  advertising 
campaign  by  showing  a  Bayer  window  display  in  colors.       Write  for  it  today. 

THE  BAYER  COMPANY,  Limited,  WINDSOR,  ONTARIO 

Aspirin  is  the  trade  mark  (registered  in  Canada  >  of  Bayer  Manufacture  of  Monoaceticaeldester  of  Salicvllc- 
acid.     VVh  that  Aspirin  means  Bayer  manufacture,  to  assist  the  public  against  imitations,  the 

Tablets  uf  Bayer  Company  will  be  stamped   with  their  general  trade  mark,   the  "Bayer   Cross." 
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The  Practical  Gift 


This  Christmas 


Hot  Water  Bottles  displayed  among 
your  Christmas  Gift  suggestions  will 
appeal  to  those  customers  who  give 
practical  remembrances. 

When  you  sell  a  K.  &  S.  Hot 
Water  Bottle  you  may  rest  assured 
that  the  user  is  getting  a  bottle 
which  will  give  the  maximum  a- 
mount  of  service  and  satisfaction. 

Make  this  Christmas  count  both  in 
satisfaction  to  the  customer  and  in 
profits  to  yourself  by  featuring 
K.  &S.  Goods. 


K.&S.  Tire  &  Rubber  Goods,  Limited 


Torontc 


Montreal  Hamilton 


Winnipeg 


" K.  &  S.  Rubber  Products  are  sold  in  over  twenty  thousand 
stores  in  Canada." 


^Uhe  K.  &  S.  'Uire  &  Rubber  Goods,  Limited  extend  to  their 
patrons  and  friends  in  the  Drug  7  rade  their  heartiest  wishes  for 
a  joyous  Christmas  and  continued  Prosperity  during  the  Neu! 
Year. 


TILE    KETA1L    DRUC.tJI.S'1     UK    UANAlJA. 
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INGRAM'S 

PATENT  BAND  TEATS 

(No.  17617) 

In  addition  to  the  well-known  "Agrippa"  Band  Teat  and 
Valve,  this  important  Patent  Band  is  fitted  to  other 
shapes,  a  few  of  which  are  illustrated  below. 


BRITISH- 
MADE 


WILL 
NOT 
SLIP 
OFF 


Fi3.  2:5  3. 

The  chief 
feature   of    the 
"Agrippa" 
Patent   is   the 
extraordinary 
gripping 
power  caused 
by  the  interior 
band  of  rubber 
which  holds 
on  to  the 
bottle,  abso- 
lutely  refusing 
to   accidentally 
slip   off. 


Fig.  H.B. 

Ingram 's     Pat- 
ent Band   Teat 
and      Valve 
"AGRIPPA" 
are     perfectly 
Hygienic.     The 
Rubber     has 
been   specially 
prepared   so   as 
to     withstand 
actual   boiling, 
and     does     not 
deteriorate     by 
frequent  repeti- 
tion    of     this 
boiling  process. 


The  Perfect  Teat 

Ingram's 

Patent  Band  Teat 

"AGRIPPA" 

TRADE    MARK 


FITS 
ANY 
BOAT- 
SHAPED 
BOTTLE 


Fig.  224  B.  Fig.  A.B. 

Made  of  the  finest  rubber,   black  or  transparent 

Selling  Agents  throughout  Canada,  Sharland  & 
Co.,   Eldon  St.   House,    London    EC2.    England 

Samples  and  prices  can  be  obtained  from  Sharland  &  Co.  '  s 
sab-agents,  Messrs.  SNIDER  &  BOSSONS 

13  Leader  Lane,  Toronto        401  Canada  Buildings,  Winnipeg 
Terminal  City  Club,  Vancouver 

III 


Made  Ay  the  firm  of  Ingrams,  London,  Scientific  Manufacturers  of  Surgical  S 

=         India  Rubber  Qoods,     Established  in  London  in   f  847 ,  and  whose    Brand,  = 

H         'Ingram's  London"  is  a  guarantee  of  Qualttu.  = 

|    J.  G.  INGRAM  &  SON,  Limited  | 

The  London  India  Rubber   Works 


2000 


or    more    items  go  to    make    up 
the    average 

DRUG  STORE 

stock    but    of  these    one    of   the 
best  Rapid  Repeat  Sellers  is 

Pluto  Water 


It  furnishes  the  dealer  a  fair 
living  profit  and  he  takes  no 
risk  of  dead  stock  but  rapidly 
turns  over  his  money 

Ask  about  our  attractive  window 
displays. 


Bottled  by  the 


French  Lick  Springs  Hotel   Co. 

PLUTO  Fr«nch  Lick,  hi. 


Hackney  Wick,  LONDON,  E.9.,  England 


=     )£KeascKetto&fxx3&0&o^^ 


HAIR  NETS 

Possibly  you  have  not  realized  the  enorm- 
ous demand  for  these.  If  you  have  not 
stocked,  now  is  the  time  to  put  in  a  supply. 

We  carry 

Princess  Pat 

single,    $9.00  gross 
double,  $11.00  " 

On  initial  order  of  one  gross,  we  will  supply 

Cabinet,  Free 

with  a  good  supply  of  advertising  matter. 

We  wish  our  patrons  and  friends 

A  iflrrru  (CliriatinaB  anu  A  Hauujt 
and  JlriiBurriuts  Nrui  ttrar 

The  Lyman  Bros.  &  Co.,  Limited 

TORONTO  -  ONTARIO 

Wholesale  Druggists  Since  1838 


s      o 


<:*CMS»;c«s2C«»r*»X83c^ 
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eVEBEADy 

FLASHLIGHTS 

&  BATTERIES 


Making  Money  for  Eveready  Dealers 


The  men  who  sell  Eveready  Flashlights  and 
Batteries  are  making  moie  sales  this  season 
than  ever  before.  Already,  the  great  Christ- 
mas drive  for  Flashlight  sales  has  brought  in 
vastly  more  business  than  we  anticipated. 
Much  more  is  to  follow.  Backed  by  our  ex- 
tensive billboard,  newspaper  and  magazine 
advertising,  counter  display,  window  trims, 
etc.,  Eveready  Flashlights  are  first  choice  on 
Christmas  Gift  lists. 

If  you  have  not  already  lined  up  with  this 
monev-making  campaign,  now  is  your  last 
chance  to  do  so.  Get  in  touch  with  your  job- 
ber right  away. 

CANADIAN    NATIONAL  CARBON   CO. 


MONTREAL 


LIMITED 

TORONTO 


WINNIPEG 
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SHOWCASES  THAT  SELL  GOODS 

Well    displayed    goods    have   a    better   chance    of   impressing   a   cus- 
tomer than    those  poorly   displayed.      Burdetl    &   Valade   showcases 
will    display    your    goodi     to    advantage    and    create    that    favorable 
isphere  which  is  so  vital  to   your  sales. 

Write  us  today  for  quotations. 

A  MESSAGE  OF  THANKS 

^v''    take    t]  :  tunity    tn   thank    our   many    satisfied    customers    for    Inst    year's 

olicit    further    orders    for   the    coming    season.       \      ■>•■  *     Import    our 
ni    Belgium,    and   buy   our  marble    in    BLOCKS   from   the   quarries,    and   our 
wood    i      the    logs,   and  work   tins  material   up  into  the  finished  Show  case  or  fixture 
with   adequate  plant,    it    stands    to   reason    that     rou     can    expect    quality    and 
Irion   us  on  reputed   Fixtures,   Show    I  ases,    ami    Soda    Fountains. 

Keep  your  money  at  home  by  encouraging  hcir.o  industries. 


BURDETT  &  VALADE     125  St.  Alexander  St.,  Montreal,  P.Q. 


Advanced  Price  25s.  net. 


Chemists  23s. 


Reprint  of  Nineteenth  Edition 

SQUIRES 
COMPANION 

TO  THE 

BRITISH  PHARMACOPOEIA,  1914 

Published  by  J.  &  A.  CHURCHILL 
7  Gt.  Marlborough  St.,  W.  1. 

The  Chemist  and  Druggist  says — "It  is  the  largest  British  book  of 
the  kind  whose  utility  is  recognised  equally  by  physicians  and  pharm- 
acists, while  it  is  also  distinctive  in  containing  information  that  is 
wanted  by  specialists  in  chemistry,  medicine  and  pharmacy.  It  main- 
tains its  unique  position  as  a  national  work  of  reference." 

The  Prescriber  says — "Neither  medical  man  nor  pharmacist  can 
afford  to  be  without  the  latest  edition  of  Squire's  Companion.  " 

The  Perfumery  and  Essential  Oil  Record  says — "This  useful 
volume  cannot  be  too  highly  commended." 

Leaflet  and  Quotations   on 
application 

SQUIRE  &  SONS,  LTD. 

413  Oxford  Street      -       London,  W.  1. 

Chemists  on  the  Establishment  of  The  King 


A    Wholesaler 
Writes  : 

"...  In  the  first 
place  we  find 
that  SUNSET 
has  been  a  most 
satisfactory  line 
to  handle,  for 
the  reason  that 
SUNSET  DYES 
are  well  known, 
and  give  perfect 
satisfaction  to 
the       consumer. 

This  makes  re- 
peat    orders     for 


S&ES 

ONE    RaaJ  Dy*    For  ALL  Fabrics 


GO 
WITH  THE 
CURRENT 


Sunset  is  the  dye  that  your  custom- 
ers want.  That's  why  it  is  so  easy 
to  sell.  Sunset  pleases  every  woman 
who  tries  it.  That  makes  the  repeat 
business. 

To  save  the  time  of  your  clerks  and 
make  your  profits  the  easiest  way — 
SELL  SUNSET. 

IT'S  THE 
"COME  BACK" 
THAT  COUNTS 

Send  a  post  card  for  full  information. 


Sales  Representative! 

Harold  F.  Ritchie  &  Co.,    Lid 

10  Mc  Caul  St.,  Toronto,  Can 

North  American  Dye  Corp. ,  Ltd. 

Monufacturmrm 
Toronto,  Canada. 


ANSON  DULMAGE 

DRUGGISTS'  BROKER 
I  FIND  BUYERS  AND  SELLERS  OF  DRUG  BUSINESSES 

THIS  IS  THE  ONLY  AGENCY  IN  CANADA  DEALING  EXCLUSIVELY  IN  THIS  LINE  OF  BUSINESS. 
I  AM  PUTTING  BUYERS  AND  SELLERS  IN  TOUCH  WITH  EACH  OTHER  CONSTANTLY. 

//  YOU  want  lo  buy  or  sell,  communicate  at  once. 


CALGARY  AGENT 

Winnipeg  Office  '• 

E.  P.  LEACOCK 

Saskatoon   Office 

322  SOMMERSET  BUILDING 

4th  Floor            Elma   Blk. 
CALGARY        ALTA. 

C.  P.  R.  BUILDING 
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1,400,000 

Copies  of 

Dr.   Chase's  Almanac 

are  noa;  being  mailed  and  distributed  in  Canada 

One  for  Every  Home 


The  result  is  sure  to  be  a  big  jump 
in  the  demand  for  Dr.  Chase's 
Medicines. 

The  sales  of  these  standard  family 
medicines  were  never  so  great  as 
during  the  last  ten  months. 

This  huge  mailing  campaign 
backed  up  by  our  extensive  news- 
paper advertising  will  make  Dr. 
Chase's  Medicines  move  lively 
this  Fall  and  Winter. 

It  might  be  wise  to  check  up  your 
stock.  Quick  turnover  makes 
this  line  profitable. 


Edmanson  Bates  &  Co.,  Limited 

Dr.  Chase  Bldg.  TORONTO 
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STARR  PHONOGRAPH  PAGE 

Probabilities  .—The  Outlook  For  Xmas  Is  Very  Bright 
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Make  This  A  "Starr"  Xmas 

BRING  greater  happiness  to  your  customers  and  ring  up 
increased  sales  for  yourself  by  featuring  these  two 
leaders  during  the  Christmas  season.  There  is  no  more 
ideal  gift  than  a  "Starr"  phonograph  or  a  selection  of 
"Starr"  (Gennett)  Records. 

Make  this  a  "bang  up"  Christmas  in  every  sense  of  the 
word  by  placing  your  order  immediately. 

These  two  profitable  lines  prominently  displayed  will  mean 
the  greatest  Christmas  in  the  history  of  your  store. 


::ill!!ii<'i';inmii|iiiiiii'iimiiii  iiminiiiiiiHiiillii: 


II I II I in nn millllllltlllllllilim  r 

mil it 


mil Minimum i I  minium miiiiimiiiillliiliillllilllllliHiiimiiilll 


MlllllllllliillHiii'in 1:11111111 ii  1 111 1 1 miiiii i:  mum uiiimil Ill 


rillliiiiiiiimimii iiimiiiuimiitimiiitiiimiiiiiiirE 


STARR  COMPANY  OF  CANADA  Limited 

LONDON 

Dic<nKu.'J?*        Winnipeg  Edmonton 


CANADA 

Montreal  St.  John,  N.B 
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DECEMBER  AND  CHRISTMAS  SALES 

Druggists  should  push  gift  lines  during  holiday  season — Even  staple  goods 
make  Christmas  gifts—  Some  suggestions. 


AT  no  season  of  the  year  do  people  spend  more  money 
than  at  the  Christmas  season.     Of  all  the  emotions 
that  affect  humanity,  the  one  of  gift-giving  at  Christ- 
mas tops  the  list.     The   people  want  to  spend  money   on 
gifts.     They    want   to   spend    more    than    they    can    afford. 
Thev  want  to  spend  more  than  they  have — and  they  often  do. 

The  Christmas  season  creates  a  demand  for  gift  merchan- 
dise. Who  is  going  to  supply  this  demand?  No  one  mer- 
chant, no  one  line  of  trade  has  a  monopoly  upon  it.  Every 
dealer,  every  trade  can  have  a  share  of  it.  Those  mer- 
chants in  any  line,  in  every  line,  who  make  the  most  aggres- 
sive and  scientific  appeal  for  it  will  get  it — provided  they 
have  the  goods  to  back  up  their  appeal. 

What  is  a  Christmas  gift?  It  has  been  said  that  any- 
thing whatever  of  value,  little  or  big.  becomes  a  Christmas 
gift  when  the  donor  accompanies  the  gift  with  the  spirit 
of  Christmas.  What  is  an  acceptable  Christmas  gift  to 
one  may  not  be  so  acceptable  to  another,  but  it  is  a  fact 
that  practically  everything  offered  in  our  retail  stores  is 
suitable  for  a  gift  to  someone. 

Wide  Range  of  Appropriate  Lines 

A  good  manv  druggists  do  not  seem  to  realize  just  what 
a  wide  range  of  appropriate  articles  that  they  have  to  offer 
for  Christmas  gifts.  If  they  would  come  to  a  better  real- 
ization of  the  extent  of  their  stock  in  thi6  regard  they  would 
probably  use  advertising,  window  display  and  general  sell- 
ing effort  to  a  greater  extent  and  better  advantage  during 
the  period  preceding  Christmas.  Druggists  should  look  to 
their  stocks  and  plan  their  campaign  for  building  up  maxi- 
mum sales  on  them. 

There  are  many  lines  handled  by  druggists  that  make 
appropriate  gifts.  These  lines  are  sold  throughout  the 
year  or  may  be  confined  to  Christmas  selling  onlv.  Such 
lines  are  perfumery,  stationery,  candy,  toilet  articles,  French 
ivory,  leather  goods,  books:  and  some  druggists  are  now 
going  in  for  China  and  jewellery. 

Besides  these  there  are  staple  lines  like  rubber  goods,  hot 
water  bottles.  Thermos  bottles,  and  similar  lines.  Nor 
should  we  forget  phonographs  and  records,  a  most  impor- 
tant gift  line,  and  a  year-round  seller  as  well.  And  elec- 
trical  goods   are   another   saleable   line. 

Show  Staples  in  Holiday  Garb 

Druggists  handling  least  favored  lines  for  Christinas  gifts 
natural  lv  have  to  make  the 


greater  effort  to  secure  busi- 
ness in  the  face  of  unfavor- 
able competition.  It  is  be- 
cause of  this  handicap  that 
these  druggists  should  study 
carefully  their  Christmas 
plans,  and  make  them  as  far- 
reaching  and  attractive  to 
the  public  as  possible.  It 
is  only  in  this  way  that  thev 
can  be  made  profitable. 

Gifts  not  stocked  for 
Christmas  trade  may  often 
be  made  to  sell  as  readilv  as 
those  that  have  been  pur- 
chased   for    this    period    of 
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selling.  One  method  is  to  give  them  a  Christmas  flavor 
bv  placing  them  with  the  Christmas  goods.  Another  is  to 
place  them  in  Christmas  packages.  Still  another  is  to  use 
Christmas  decorations  in  connection  with  their  display. 
All  three  methods  may  be  used  at  one  and  the  same  time, 
increasing  the  possibilities  of  sales. 

Where  Christmas  sales  of  articles  for  gift  purposes  are 
of  considerable  proportions  druggists  will  find  it  quite  pro- 
fitable to  segregate  the  lines  so  offered,  and  to  make  a  big 
display  of  them. 

The  methods  of  shopping  for  Christmas  gifts  should  be 
studied.  If  this  is  done  it  will  be  found  that  many  people 
travel  from  one  displav  window  to  another,  from  one  store 
to  another,  "viewing"  the  offerings — and  selecting  what 
they  shall  give  from  the  displavs  of  merchandise  made  in 
the  different  stores.  This  is  the  practice  of  some  at  all 
seasons  of  the  year,  but  it  is  the  practice  of  a  great  manv  at 
Christmas. 

Window  Displays  Essential 

The  merchandise  offered  as  gifts  should,  therefore,  be 
spread  out  so  that  the  public  can  review  it.  This  means 
that  the  window  displays  should  be  stocky,  not  crowded  so 
that  nothing  can  be  seen,  but  a  generous  amount  of  mer- 
chandise should  be  shown,  and  the  displavs  changed  often. 
The  same  is  true  in  the  store.  If  the  Christmas  gift  goods 
are  brought  together  from  all  places  in  the  stock  there  will 
be  a  considerable  variety  and  quantity  of  merchandise. 
These  should  then  be  allotted  to  some  section  of  the  store 
and  displayed  to  the  best  advantage  as  Christmas  gifts. 
Christmas  packing  and  Christmas  decorations  are  natur- 
ally included  in  this  displav  as  well  as  in  the  window  dis- 
plavs. linking  up  the  goods  in  the  mind  as  Christmas  gifts. 
The  Grouping  of  Merchandise 
The  Christmas  business,  while  profitable.  i~  sometimes 
dreaded  because  of  the  crowded  condition  of  the  store  at 
the  last  minute,  and  the  depleted  condition  of  their  stocks 
at  the  same  time.  This  is  to  be  expected,  of  course,  but  by 
arrangement  of  the  stocks  to  facilitate  quicker  handling  a 
lot  of  this  confusion  may  be  avoided. 

Grouping  lines  as  to  value,  such  as  a  counter  display  of 
articles  to  sell  at  a  single  price,  makes  it  easy  to  handle 
manv  customers.  Those  favoring  a  purchase  at  one  dollar 
will    gravitate   towards   the   display   of   lines    at    that    price. 

those  who  wish  to  pay  two 
dollars  will  go  to  the  two- 
dollar  exhibition,  and  - 

Another  and  often  effec- 
tive division  i~  into  groups 
suitable  for  the  various 
members  of  the  family,  such 
as  those  suitable  for  a  man. 
those  suitable  for  a  woman, 
for  a  hoy.  etc.  The  matter 
of  groupins  depends  largely 
upon  the  kind  of  merchan- 
dis  i  sold  in  the  ^tore. 

Just  as  grouping  facili- 
tates handling,  so  does  price 
markina.  If  the  stock  is 
divided    into    groups,     price 


To  Our  Readers  ;  § 

Christmas 
Greetings 

Our  sincere  wish  is  for  your  happiness    I 
and  prosperity  during  the  New  Year. 

The  Editor  end  Staff    § 

iiiimmiMiiiimr 
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tickets  will  be  used  to  distinguish  them  one  from  the  other. 
This  should  be  done  whether  there  is  any  grouping  or  not. 
It  makes   selling  easy,   answers  questions   and  saves   - 
men's  time. 

Make  a  large  diplay  of  goods.     Give  them  the  semblance 


of  suitability  as  gifts.  Use  the  price  tickets  freely.  Then 
advertise  for  customers.  That  is  the  program  for  Decem- 
ber, until  Christmas.  After  Christmas — a  "Return  Gift 
Sale"  at  prices  that  will  unload  special  Christmas  merchan- 
It  isn't  worth  keeping  until  next  year. 


SUGGESTING  CHRISTiMAS  GIFT  LINES 


ELECTRICAL  appliances  are  certain  to  be  in  demand 
this  Christmas,  when  the  giving  of  gifts  for  their 
practical  utility  will  no  doubt  come  in  for  full  consid- 
eration. Electric  toasters,  grills,  curling  irons,  heaters, 
vibrators,  percolators,  traveling  irons,  flashlights,  and  other 
useful  articles  are  among  the  electrical  devices  being  dis- 
played this  year:  and  druggists  across  the  border  are.  in 
some^of  the  larger  centres  (and  smaller  ones,  tool  selling 
a  fair  quantity  of  these  articles. 

Cigars  never  fail  in  the  role  of  an  acceptable  Christmas 
gift.  In  many  drug  stores  it  is  the  policy  to  order  for  the 
holiday  trade  a  larger  proportion  of  boxes  of  25  and  less  of 
the  50's.  there  being  little  or  no  difference  in  the  price  one 
way  or  the  other.  The  box  of  25  is  the  popular  gift  size. 
and  in  case  there  are  many  left  over,  the  smaller  box  is 
just  as  convenient  to  handle  as  the  larger  size.  Of  course 
a  fairlv  good  supply  of  special  boxes  of  ten  is  also  put  in 
stock  for  the  holiday  season.  Pipes  and  tobacco  are  like- 
wise  important  factors  as  Christmas  presents. 

Safety  razors,  cameras,  manicure  sets,  shaving  outfits, 
ash  trays,  cigarette  and  cigar  cases,  harmonicas,  leather 
goods,  perfumes,  toilet  waters,  fountain  pens,  metal  pencils. 
knives,  toilet  cases,  ivory  pieces,  candv.  stationerv.  etc. — 
these  are  among  items  of  regular  stock  that  are  generallv 
considered  as  being  particularly  adaptable  for  Christmas 
trade.  A  little  inventory  will  give  the  complete  status  of 
stock  and  indicate  whether  a  sufficient  quantitv  is  on  hand  to 
meet  the  expected  demand. 

Some  druggists,  particularly  those  in  the  larger  cities, 
put  in  a  line  of  toys,  books,  dolls,  games,  calendar  stands 
and  other  special  Christmas  supplies.  One  feature  of  the 
toy  market  this  year  is  the  great  variety  of  dolls  being;  offer- 
ed. The  face  of  a  doll  is  always  appealing,  and  the  ex- 
pressions of  this  year's  dolls  show  careful  workmanship. 

Mechanical  tovs.  too.  are  finding  a  ready  market  after  the 
lull  of  the  past  few  years. 

Books    constitute    an    excellent    line    at    Christmas    time. 

i1"1 ii»niinii(iHiiiiiiiuiiimiiiiiiiiiiiiiiiiiiiiiiiii iiiiimiiiiimimiiiimiiiiiiiiiiiiimiiiiimiiiiiiiiiMiiiiiiiiiiiiHMiiiniiiBe 

SEND   US   A   PHOTO   OF   YOUR   XMAS   WINDOW       | 

A      BOl  T   a   week  lvfnre   the  coming  of   Christmas  it   is  | 

|        /-\     customary  fur  the  druggist  to  put   in  what  he  terms  | 

|  his  "'Christmas"   window.     It    is   the   'extra   special"  | 

|         of  th.e  whole  series  ,,f  \mas  windows  and  into  it  he  gener-  1 

ally  puts  his  best  thought  and  much  of  his  time.     It  is  his  1 

-upreme  effort  of  the  | 

medium  for  the  interchange  of  idea-  for  the  benefit  | 

of  the  retail  dm  '  anada,  Tin.  Retail  Druggist  is  | 

inxious   to   secure   jusl    as   man  window  displays  I 

|        as  possible  for  reproduction.  I 

Therefore,  "■■  v.  iuld  ask  lealers  and  trimmers  to  bear  us  1 

in  mind  when  they  have  arranged  their  Christmas  window.  | 

If  ;  id  us  a  photograph  of  it.     At  any  rate,  send 

|         us  along  a  desrripti   n.     You  don't  need  to  go  to  a  whole  1 

lot  of  trouble.     Literary  effort   is  ni  ;    merely  thi 

|         idea  and  S'.iLrge-ti.,n.     Tell   us   about   your   window   in   y..ur  | 

|         own  words  and  we  will  whip  it  into  shape  for  publication.  1 

Adi  ■■.  .">l    Wellington  § 

1         Street   West.   Toronto.  1 
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They  yield  a  good  margin,  especially  those  for  young  people 
and  adults  which  sell  for  $1.00  and  $1.50.  they  are  not 
only  popular  gifts  during  the  holiday  season,  but  also  enjoy 
■  d  demand  all  the  year  round.  Another  advantage  in 
handling  books  is  the  fact  that  supplies  may  often  be  se- 
cured on  very  liberal  terms,  and  sometimes  with  the  return 
privilege.  The  manager  of  one  company  stated  that  for 
the  amount  of  money  invested  and  the  inducements  offered, 
there  is  no  opportunity  in  anv  other  line  that  will  equal 
the  proposition  they  make  on  books. 

Phonographs  are  another  side-line,  an  expensive  one, 
perhaps,  but  one  that  generally  produces  many  extra  sales 
around  Christmas  time. 


CHINAWARE  AS  A  CHRISTMAS  LINE 

AXLMBER  of  druggists  handle  china — especially  the 
fancy  varieties — and  find  it  quite  a  valuable  side-line, 
paying  a  fair  profit  and  attracting  people  to  the  stnre. 
The  china  department  should  be  kept  attractive.  The 
very  nature  of  the  merchandise  makes  it  a  strong  magnet. 
There  is  something  about  a  smart  display  of  glass  and 
china  that  draws  customers  even  when  tliev  are  not  auare 
of  wanting  to  buy  anything — that  is.  if  properly  cared  for. 
The  stock  must  be  well  looked  after  with  careful  attention 
to  and  frequent  changes  of  display.  The  department  should 
present  a  clean,  bright  and  inviting  appearance.  The  dealer 
who  wants  to  attract  the  better  class  of  customers  should 
see  to  it  that  the  fixtures  are  as  good  as  it  is  possible  to  make 
them.  The  effect  can  be  heightened  bv  a  neat  arrangement 
of  the  stock  and  the  elimination  of  every  cramped  or  over- 
crowded appearance,  while  a  most  necessary  feature  is  that 
there  should  be  plenty  of  light. 

Keep  Clean  and  Bright 

Many  lines  are  kept  in  stock  which  do  not  sell  readily 
and  there  is  a  danger  of  these  remaining  untouched  so  long 
that  thev  accumulate  dust  and  take  on  that  disappointed, 
shop-worn  look  which  at  once  leads  customers  to  believe 
that  they  are  out-of-date.  When  this  state  of  things  is  per- 
mitted to  exist  here  is  then  danger  of  the  store  being  looked 
upon  as  an  antiquated  collection  where  one  might  go  to 
look  for  curiosities  but  not  for  am  modern  up-to-date  pat- 
terns. On  the  other  hand,  a  Sto<  k  which  is  always  kept 
clean-looking  lias  a  striking  effect  on  customers.  Smart- 
looking  goods,  clean  fixtures  and  cases,  bright  labels  new 
price  cards  and  display  cards  judiciousl)  placed,  and  a 
genera]  impression  ol  freshness,  make  the  money  burn 
in  the   p  ickel   of  the  customer. 


CANDIES  FOR  "HER"  AND  CIGARS  FOR  "HIM" 

One  Toronto  druggist  last  year  made  an  effective  ad.  by 
sting  "I  md  -  for  Her"  and  "Cigars  for  Him."  I 
a  cut  of  each  of  these  two  lines.  The  reading  matter  m  a-  brief: 
"We  believe  our  stork  of  chocolates  and  candies  to  be  the 
in  town.  Our  Xmas  stock  is  larger  than  usual:"  "You 
all  know  our  stock  of  cigars  is  the  best — always  fresh.  See 
our  special  Xmas  boxes." 
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WINDOW  DISPLAYS  SHOULD  HELP 

SALES 

Prize  Christmas  window  of  perfumes  that  made  sales — An  Xmas 
window  centrepiece — Value  of  display. 


ONE  of  the  Liggett  stores  last  Christmas  put  in  a  win- 
dow display  that  was  so  attractive  that  it  won  a  prize 
in  a  competitioin  for  window-drawing  sales.  The 
displav  was  of  perfume,  toilet  and  fancy  goodis.  It  occupies 
a  window  space  eight  feet  long  and  four  feet  deep,  with  a 
beveled  plate  glass  background,  a  parquet  floor  and  walnut 
finished  woodwork.  The  window  was  lighted  with  eight 
100-watt  Mazda  lamps  with  holophane  shades  and  a  twelve- 
inch  valance  at  the  top. 

Twelve    pedestals    were    used    in    the    display,    three    of 
them   of  srlass.   tweleve   inches  tall:    the  others  of  walnut- 


A   central  feature  for    an   Xmas   window — a   dummy    snow  man  which   is 
easily   constructed. 

finished  wood.  Of  these,  five  stood  twelve  inches  in  height: 
tlhre©.  thirty  inches,  and  one.  twenty-four  inches.  In 
combination  with  them  were  used  six  twentv-four-inch  oval 
glass  shelves,  six  fifteen-inch  round  glass  shelves  and  seven 
twenty-four-inch  oblong  glass  shelves.  There  also  were 
three  walnut  finished  frames,  one  measuring  11x28  inches, 
one  7x28,  and  one  5x7.  The  price  cards,  ranging  in  size 
from  2x2  inches  to  14x28  inches,  were  buff  color  with 
brown  lettering  and  the  prices  done  in  red. 

In  the  decoration  of  the  window  twelve  vards  of  pink 
chiffon  were  used  with  ten  yards  of  lavender  chiffon,  five 
yards  of  pink  ribbon,  half  a  dozen  sprays  of  apple  blossoms, 
a  gilt  basket  and  a  rabbit  cardboard  cut  out. 

First  a  plain  drape  of  the  pink  chiffon  over  the  lavender 
chiffon  was  made  in  curtain  fashion  and  suspended  from 
near  the  ceiling  at  the  rear  of  the  window  space.  Drapes 
of  the  pink  over  the  lavender  permitted  to  fall  to  the  floor 
in  folds.  A  basket  filled  with  apple  blossoms  was  used  as 
a  centre  piece  on  a  shelf,  pink  ribbon  was  made  into  bows 
and  used  to  carry  the  color  scheme  throughout  the  win- 
dow. 

The  arrangement  of  the  merchandise  in  the  window  was 
made  according  to  its  sources  of  manufacture,  the  products 
of  each  house  being  grouped  so  far  as  passible  in  one  part 
of  the  window.  The  display  remained  in  the  window  ten 
da\s  ind  made  many  sales. 


LET   YOUR   WINDOWS   SELL   GOODS 

Force  of  circumstances  will  drive  a  man  to  buv  an  article 
which  would  otherwise  go  unpurchased.  It  is  this  mess- 
age which  your  displays  should  carrv.  No.  dealer  can  ex- 
pect a  brisk  trade  on  his  stock  if  he  waits  for  the  customer 
to  find  out  his  needs  at  the  time  of  greatest  necessity.  Sug- 
gest these  needs  to  him  beforehand — as  often  as  is  necessarv 
until  he  has  purchased. 

Both  the  windows  and  show  case  can  be  used  as  silent 
salesmen — salesmen  who  carry  their  messages  onlv  to  those 
who  are  interested — insistently,  persuasively;.  The  cus- 
tomer is  impressed  more  by  a  visual  impression  than  by 
the  mere  gush  of  high-sounding  verbiage.  To  let  a  man 
see  or  feel  an  article  is  to  create  the  desire  to  own  it — and 
a  sale  is  easy  after  that  desire  has  been  created. 

Make  your  counters  and  windows  pav  for  the  space  thev 
are  taking  in  your  shop.  They  occupy  the  tyvo  most  val- 
uable portions  of  your  salesroom  and  as  such,  should  be 
made  to  work  to  their  best  advantage  and  at  everv  op- 
portunity. All  they  want,  like  any  salesman,  is  a  chance. 
A  clean  and  neat  appearance,  without  too  many  red  posters 
and  brass  bands,  a  few  well-pointed  tags  and  there  you  are. 

VALUE  OF  WINDOW  DISPLAY 

An  experienced  merchant  declares  that  any  displav  win- 
dow which  does  not  sell  goods  is  a  waster  of  space,  time  and 
money.  He  believes  that  it  is  not  an  exaggeration  to  say 
that   display   windows   rank   next   in   importance  to  human 


A  large  photo  of  Santa  Claus  used  as  a  central  feature. 


salesmen.     They  are  the  advance  guard  of  the  store's  forces: 
the  first  representative  seen  bv  a  passer-bv. 

Their  merchandise  contents  should  alwavs  be  season- 
able and  adapted  to  the  needs  o(  prospective  customer. 
and  every  item  should  be  plainly  price  tiekefeed.  To 
most  consumers  the  most  interesting  thing  about  merchan- 
dise   is    its    price.     Therefore,    a    simple   card   heralding   a 
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special  price  is  often  more  effective  than  a  whole  window 
full  of  unpriced  goods. 

Windows  should  not  resemble  warehouses.  To  fill  them 
with  goods   is  to   lessen  the  appeal  of  each  separate  item. 

Ten  items  in  a  window  all  compete  with  each  other 
for  attention.  However,  if  all  these  goods  are  of  one 
kind,  for  example,  if  the  window  is  trimmed  exclusively 
with  dish-pans,  the  appeal  is  multiplied  many  times. 

Nevertheless,  no  merchant  should  go  to  extremes. 
All  people  do  not  like  the  same  kind  of  goods.  There- 
fore, to  maintain  .a  trimming  policy  where  moderate 
variety  is  emphasized  is  a  very  safe  path  to  follow. 

Since  the  purpose  of  a  window  is  the  selling  of  goods, 
a  merchant  should  carefully  check  the  lines  placed  on  show. 
A  wise  plan  is  to  try  out  several  different  items,  which  can 
be  seen  only  in  the  windows.  Display  them  nowhere  else 
in  the  store.  Allow  no  salesmen  to  talk  about  them.  Place 
the  whole  burden  on  the  window  . 


A  CHRISTM  \S  WINDOW  CENTREPIECE 

An  excellent  centerpiece  For  a  Christmas  window  trim  is 
an  arch,  which  any  carpenter  will  make  for  you.  It  should 
be  5  or  6  feet  high  and  I  or  5  feet  wide  al  the  base.  The 
width  of  the  arch  frame  may  vary  from  3  to  6  inches.  \l 
distances  of  about  a  foot  apart  fasten  small  brackets,  with 
circular  fronts,  upon  the  face  of  the  arch,  arranging  to 
have  one  shelf  at  the  top  centre.  Now  cover  all  with  puffed 
cheesecloth.  White  is  best:  light  tin!:-  are  allowable,  but 
fade.  Upon  the  bracket-  place  bottle-  of  perfume,  or  your 
private  preparations.  Between  the  brackets  and  against 
the  puffed  face  of  the  arch  fasten  brushes  of  all  kinds,  toilet 
articles,  and  the  innumerable  small  items  of  your  stock. 
Between  the  feet  of  the  arch  you  may  displa)  stai  ks  ol 
toilet  soaps,  boxes  of  stationery,  and  similar  wares. 


Be  an  originator,  not  an  imitator. 


Display   Windows  That   Win 

By  James  Edrvard  Hungerford 


A     SHOW  WINDOW'S  just  like  a  good  or  bad  face, 
jf-\       And  shows  ij  a  Drug  Store  is  a  good  or  bad  place; 
The  one  that's  attractive,  attracts  the  good  trade, 
And  that  is  the  way  that  good  business  is  made! 
The  one  that's  unpleasing,  affects  folks  that  way — 
Instead  of  inviting — it  turns   'em  away! 
The  "snappy'  show  window  just  draws   'em  right  in — 
And  those  are  the  kind  of  show  windows  that  WIN! 

A  SHOW  WINDOW  shows  if  a  store  is  first-rate; 
/-\      "Pep" — full   and   Suc-seed-ing — or    plain   out-of-date; 

The  one  that  is  shabby,  and  has  no  appeal, 
Is  just  like  a  man  who's  run-down  at  the  heel; 
Folks  know  that  his  under-duds,  hidden  from  view 
Are  apt  to  be  seedy — and  down-and-out.  too! 
The  "nifty"  show  window,  shows  what  is  within  — 
And  those  are  the  kind  of  show  windows  that  WIN! 

FOLKS  flock  to  the  Drug  Store  where  show  windows      shine, 
And  everything's  fixed  to  look  fancy  and  fine! 
Artistic  arrangement — end  things  that  look  good. 
Folks  ivant  to  trade  there — and  I  would — and  von  would! 
So  get  some  new  "ideas" — and  spring  some  new  "stunts" — 
The  world  wants  to  shop  in  the  stores  with  good  fronts." 
The  winnin  shoiv  window,  shows  what  is  within — 
And  those  are  the  kind  of  shoiv  windoivs  that  WIN! 
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Business  Methods  For 
Christmas  And  The  Year  End 

A   Few   Helpful  Suggestions. 
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IT  will  pay  the  druggist  to  make  it  as  easy  as  possible  for 
customers  to  send  their  presents.  Special  Christmas 
boxes  can  be  murnished  with  most  purchases  and  there 
should  be  a  special  wrapping  desk  where  customers  can 
address  their  packages.  Most  drug  stores  have  scales  and 
stamps,  so  the  customer  can  get  the  packages  all  ready  for 
the  parcel  post.  Holly  cards  to  enclose  with  the  gifts 
should  also  be  available.     Sales  will  result. 


CHRISTMAS  CARD  WITH  PURCHASES 

Probably  more  cards  are  mailed  at  Christmas  than  at  any 
other  time  of  the  year.  Every  family  has  friends  and  rela- 
tives they  desire  to  remember  in  this  manner.  You  will, 
therefore,  make  manv  additional  sales,  if  during  the  second 
and  third  weeks  of  December  you  give  a  Christmas  card 
with  each  purchase.  Order  an  assortment  of  cards  and  en- 
close them  in  envelopes,  before  giving  to  the  customer. 


PUTTING  LIFE  INTO  DEAD  STOCK 

Every  retailer  likes  to  think  that  his  stock  is  at  least 
worth  what  he  paid  for  it.  but  if  you  sell  it  for  the  same 
price,  or  less,  you  are  only  swapping  dollars  and  receiving 
value  for  but  one  side  of  the  coin. 

To  buy  stock  and  keep  it  on  your  shelves  and  let  it  shrink 
in  value  through  one  reason  or  another,  is  but  to  get  your 
business  ready  for  the  sheriff's  sale.  The  longer  vou  keep 
dead  stock  on  your  shelves  the  more  it  costs  to  burv  it. 

Now  that  the  end  of  the  year  is  at  hand,  take  a  journey 
through  your  store:  stop  before  everv  shelf  or  section  and 
see  if  the  goods  are  alive  and  able  to  move  over  the  counter 
without  loss  to  you.  If  you  have  been  unusuallv  cautious 
you  are  enjoying  frequent  turnovers,  but  if  you  have  not. 
you  probably  find  on  hand  goods  which  vou  have  carried 
for  some  time,  or  goods  which  never  would  sell  well.  If 
you  dig  down  into  the  proposition  you  may  find  that  your 
investment  in  these  slow  sellers  runs  into  pretty  large  fig- 
ures. 

Of  course,  you  do  not  want  to  start  the  new  vear  with 
"dead"  stock,  and  you  should  discover  the  reason  why  thev 
have  not  sold,  why  they  are  still  cluttering  up  your  shelves 
and  loading  down  your  annual  inventorv  when  thev  ought 
to  have  been  gone  long  ago.  Without  doubt  vou  will  dis- 
cover that  you  have  not  bought  the  right  goods,  or  there  is 
some  other  reason  existing  for  the  stock  not  moving.  If 
so  try  this  Christmas  season  for  moving  the  goods.  Per- 
haps a  special  price  will  do  the  trick.  At  any  rate  it  is 
worth   the  effort. 

*     *     * 

CIGARS  BY  THE  BON 

A  druggist  across  the  line  who  handles  a  number  of  side 
lines  gives  considerable  attention  to   his  cigar  department. 


In  trying  to  corral  all  the  business  he  can  in  this  line  he 
pushes  the  sale  of  cigars  by  the  box.  A  sign  at  the  back  of 
the  case  bears  this  legend: 

Cigars  are  cheaper  by  the  box. 

For  parties  or  for  entertaining  friends 

It  is  better  to  have  a  box. 

\^  ith  the  approach  of  the  holiday  season  this  druggist  is 
making  preparation  for  a  heavy  Christmas  trade.  And  he 
claims  that  it  is  the  all-year-round  education  of  his  cus- 
tomers to  "buy  by  the  box' '  that  more  than  doubles  his  cigar 
sales  durina  the  holidav  season. 


SOME  CHRISTMAS  SUGGESTIONS 

Every  druggist  should  have  a  stock  of  decorations.  The 
custom  of  having  a  Christmas  tree  is  very  general,  which 
demands  a  supply  of  colored  candles,  glass  balls,  and  orna- 
ments. 

Most  people  decorate  at  least  one  room  for  Nmas.  and 
this  requires  paper  bells,  stars,  colored  paper,  etc. 

Fancy  leather  goods,  including  the  fashionable  ladies' 
hand  bag  enjov  a  good  sale. 

There  are  few  more  acceptable  gifts  than  toilet  articles, 
including  manicure  sets,  combs  and  brushes,  perfumes, 
mirrors,  etc. 

These  are  just  a  few  suggestions.  In  making  his  pur- 
chases the  druggist  should  be  guided  to  a  large  extent  bv 
his  previous  experiences.  He  knows  the  lines  that  take  best 
in  his  community.  He  should  not  be  afraid,  however,  to 
take  up  the  novelty  lines  that  are  likelv  to  catch  on. 

It  is  indeed  time  that  he  be  working  out  his  sales  plans 
for  a  bis  Nmas  trade. 


COLLECTION  BY  RADIO 

One  of  our  daily  papers  reports  that  a  city  merchant  is 
taking  advantage  of  the  wide-spread  interest  in  radio  to  col- 
lect overdue  accounts.  This  merchant  uses  blanks  headed 
"Radiogram"  and  sends  the  following  message  to  delin- 
quents on  his  list  of  credit  customers: 

RADIOCALI.Y  SPEAKING 

Radio   is  all   the  go. 

I  have  one.  by  heck. 
See  if  yours  will  reach  to  me — 

Broadcast  me  a  check. 
My   receiver   is   tuned   to   D.C.B.   Fourteen  bucks. 

The  initials  "D.C.B."  are  those  of  a  person  who  received 
one  of  the  m<  --  _  -  and  the  ""fourteen  bucks"  was  the 
amount  of  his  indebtedness      He  paid. 
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USE  WINDOW  IN  COURTING  XMAS 

TRADE 

Window  is  the  cheapest  sales  medium  that  the  dealer  has  at  his  command — 
Should  be  worked  to  the  limit  in  Xmas  selling. 


APPROPRIATE  suggestion  plays  an  important  part  in 
the  druggist's  bid  for  Christmas  trade  and  there  is  no 
better  way  to  effectively  suggest  goods  to  the  widest 
possible  range  of  customers  than  by  good  window  display. 
There  is  no  season  of  the  year  when  the  druggist  will  find 
his  display  window  as  productive  of  direct  results  as  dur- 
ing the  period  previous  to  Christmas.  It,  therefore,  be- 
hooves  him  lo  make  the  most  of  this  important  selling  agent. 

Make  Early  Bid  for  This  Business 

The  druggis!  who  would  make  the  most  of  the  opportunit- 
ies presented  for  the  sale  of  Christmas  presents  should  gel 
away  to  an  earl)  start.  Many  people  prepare  their  CI  i 
mas  gifts  well  in  advance  and  if  the  druggist  wants  to 
catch  their  trade  he  must  make  a  drive  on  suitable  lines 
real  early. 

The  early  featuring  of  Christmas  lines  suggests  to  those 
who  have  not  given  thought  to  the  matter  that  Christmas  is 
fast  approaching.  It  may  induce  early  purchasing  on  the 
part  of  many  people.  Anyway,  it  impresses  upon  the  pur- 
chasing public  that  you  are  making  a  feature  of  Xmas  sup- 
plies so  that  they  will  be  more  inclined  to  look  to  your  store 
when  in  need  of  goods. 

Arranging   "the"   Xmas   Window 

During  the  early  part  of  the  campaign  it  is  desirable  to 
feature  lines  needed  in  the  preparation  of  the  Christinas 
season.  As  the  day  draws  nearer  it  will  be  well  to  dis- 
play lines  suitable  for  gifts.  About  a  week  before  Xmas 
the  big  window  of  the  campaign — what  is  generally  desig- 
nated as  ''the  Christmas  window' ' — should  be  put  in.  In 
this  display  a  real  supreme  effort  should  be  made  to  turn 
out  a  display  that  will  appeal  to  the  eye  and  attract  a  maxi- 
mum amount  of  business  during  the  last  lap  of  the  festive 
selling  season. 

This  is  a  year  when  the  druggist  will  find  it  really  worth 
while  to  give  more  than  usual  attention  and  care  to  his 
window  displays.  He  will  find  it  an  excellent  way  of 
courting  Xmas  trade. 

yill IIUIIII!llllllll!llllllllllllilll[llltllIIIIUIIINIIIIIillllininlllllllUIIHMIIIIIIIIIIIIIIIIIIIIIHIIIIIIIIM(lllllMilflinilllllHIIIIIIIIIIIIU! 

]   Better  Fixtures  Will         I 
.  Boost  Xmas  Trade 

auimiiiiHiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiuiHiiiiiiiiiuiiniiiiiiiiiiiiiiifiiiiiiuii miiiiiiiiniiiiiiimiiiiiiiiiiiiiiiiiiiiii lumimin? 

THERE  is  no  season  of  the  year  when  good  display 
fixtures  will  prove  their  worth  more  in  every  way  than 
during  the  period  just  previous  to  Christmas. 
In  the  first  place  it  is  a  time  when  it  is  particularly  desir- 
able to  have  the  store  attractive  in  appearance  and  there 
is  nothing  that  enhances  its  value  in  this  regard  like  good 
fixtures  that  give  a  better  atmosphere  to  a  place  of  business 
and  maintain  neatness  and  cleanliness  even  during  the  bufi- 
iesl   periods. 


Allows  Handling  of  Rushes  to  Advantage 

It  is  also  a  season  of  rushes  and  there  is  no  denying  the 
value  of  efficient  equipment  in  handling  the  maximum  num- 
ber of  customers  during  rush  times  with  the  least  confusion 
and   with   the   minimum    of   help. 

Good  equipment  comes  to  the  aid  of  the  druggist  who  does 
not  desire  to  take  on  new  clerks  at  Christmas  time  by  allow- 
ing his  present  staff  to  handle  a  large  volume  of  business 
with  dispatch  and  efficiency.  In  this  way  it  effects  a  de- 
finite saving  for  him  at  this  lime. 

Last  but  by  no  means  least  good  equipment  will  assist 
the  dealer  in  making  larger  sales  during  the  Christmas  per- 
iod. This  is  a  season  when  people  do  a  lot  of  shopping 
around — a  time  when  many  lines  of  goods  sell  largely  on 
sight.  It  is,  therefore,  desirable  that  the  store  be  equipped 
with  such  display  fixtures  as  will  present  goods  to  the  best 
advantage  and  sell  the  largest  quantities. 

A  Good  Time  lo  Install  Equipment 

If  the  dealer  has  need  of  equipment,  now  is  a  splendid 
time  to  install  it.  It  will  prove  its  value  in  a  very  definite 
way  during  the  period  from  now  to  Christmas.  But  its 
value  will  not  stop  there.  For  years  to  come  it  will  con- 
tinue to  return  by  dividends  to  the  dealer. 

Efficient  arrangement  of  stock  with  use  of  the  modern 
ideas  in  store  mechanics  are  essential.  The  more  goods  you 
have  displayed  and  the  more  readily  accessible  they  are,  the 
more  will  the  sales  per  hour  per  clerks  be  speeded  up. 

A  Chance  to  Win  New  Customers 

As  we  stated  previously,  people  do  a  good  deal  of  "shop- 
ping around'"  at  Christmas  time.  Many  may  enter  your 
store  who  have  never  been  there  before.  What  sort  of  an 
impression  will  they  carry  away  with  them?  Will  they  feel 
that  you  are  a  really  up-to-date  merchant  handling  your 
business  in  an  efficient  manner?  Will  they  feel  like  coming 
back  again?  It  will  depend  to  a  large  extent  on  the  ap- 
pearance of  your  establishment.     See  that  it  is  right. 

Standard  Sections  Can  Be  Secured  Quickly 

You  can  get  a  few  sections  right  now  and  use  them  for 
the  holiday  rush,  add  to  them  later,  or  re-arrange  your  en- 
tire store  at  your  convenience.  Manufacturers  can  supply 
these  quickly  and  they  will  in  the  future  be  alwavs  at  your 
service  for  the  display  and  sale  of  vour  goods. 


GIVE  OUT  SUGGESTIVE  LISTS 

Here  is  a  scheme  that  should  be  helpful  in  drawing  at- 
tention to  your  Xmas  lines:  Prepare  a  list  of  the  mer- 
chandise you  carry  which  is  especially  suitable  for  Christ- 
mas presents.  Have  it  printed  in  small  circular  form  so 
you  can  enclose  it  in  Statements,  wrap  in  packages,  etc.  A 
suitable  heading  is  "Things  for  Christmas."  am!  if  desired 
the  list  can  be  subdivided  into  "Things  foT  Father." 
"Things  for  Mother,"  "Things  for  Baby."  etc. 
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Go  After  We  now  enter  upon  the  most  important 

Christmas  Trade  selling  period  of  the  entire  year.  The 
Christmas  season  is  one  of  business  for 
the  retail  druggist,  especially  the  one  who  makes  a  real 
genuine  effort  to  build  up  big  sales.  There  is  every  reason 
why  business  should  be  good  this  year.  The  country,  as  a 
whole,  is  in  quite  a  prosperous  condition,  and  the  public 
appear  to  have  money.  This  is  going  to  make  it  easier 
for  the  druggist,  because  people  have  to  have  money  in 
order  to  spend  it. 

The  druggist  who  hopes  to  reap  real  richly  from  the 
Christmas  trade  should  make  it  a  point  to  go  after  this 
business  by  real  aggressive  effort.  It  is  good  business  to 
map  out  a  campaign  of  action,  making  plans  as  to  what  it 
is  desirable  to  do  in  the  way  of  advertising  and  window 
display.  The  druggist  will  find  it  advantageous  to  work 
according  to  a  schedule.  The  campaign  that  is  planned  in 
advance  will  always  be  found  productive  of  the  best  re- 
sults. And  it  is  desirable  that  it  be  commenced  early.  You 
remember  the  moral  about  the  early  bird  getting  the  worm. 
Well,  there  are  many  people  who  begin  looking  around 
very  early.  The  druggist  should  do  his  best  to  at  least 
interest  these  people.  Even  if  sales  are  not  actually  made 
early,  the  way  is  paved  for  future  business. 

•  «     * 

Advertising  The  druggist  would  do  well  to  decide  on 
And  Display  an  appropriation  for  advertising  during 
the  Christmas  campaign  and  then  make 
his  plans  to  extend  it  to  the  best  advantage.  It  will  pro- 
bably be  most  desirable  to  start  off  with  a  good-sized  ad. 
early  in  the  season  to  impress  upon  the  public  that  vour 
store  is  headquarters  for  Christmas  supplies.  Smaller 
space  featuring  specific  lines  can  then  be  used  for  a  time, 
larger  space  being  brought  into  play  as  the  festive  season 
approaches. 

From  now  on  all  window  displays  should  have  a  leaning 
towards  Christmas  goods.  Get  the  Christmas  spirit  injected 
into  customers  as  early  as  possible.  It  helps  to  loosen  the 
purse  strings  and  to  make  them  freer  buyers.  Keep  remind- 
ing them  that  the  festive  season  is  fast  approaching  and  that 
they  should  get  prepared. 

*  *     # 

Work  for  There  is  something  about  a  good 

Grand  Finish  finish  that  enthuses  one.    It  makes 

no  difference  whether  it  is  a 
hockey  game,  a  race,  or  the  game  of  business.  To 
come  down  t lie  home  stretch  battling  hard  to  secure 
the  best  results  out  of  the  lime  left  one  to  accomplish 
certain  ends  in  is  a  worthy  procedure.  It  is  one 
that  the  business  man  should  adopt  in  regard  to  the 
List  lap  of  the  business  year. 

Tt  is  not  only  because  it  is  a  procedure  that   appeal- 
to    the    fancy   that    should    spur    the    retailer    to    effor! 


in  this  regard,  but  the  fact  that  there  is  a  good  deal 
of  desirable  business  passing  for  the  grocer  during 
the  last  week  of  the  year. 

*  *     * 

Know  Where  The    druggist    cannot    afford    to    go 

You  Stand  on    from    year     to     year    without 

knowing  exactly  what  progress  he 
is  making  both  in  regard  to  sales  and  profits.  Of 
course,  where  the  dealer  keeps  a  record  of  sales  it  is 
an  easy  matter  to  ascertain  whether  business  is  mak- 
ing satisfactory  headway  in  this  connection. 

However,  sales  are  not  an  accurate  gauge  of  actual 
progress.  The  matter  of  profits  has  to  be  gone  into 
and  to  do  this  the  making  out  of  an  annual  financial 
statement  i.s  essential.  It  will  show  just  how  the  busi- 
ness is  faring — what  money  has  actually  been  made 
since  the   last   checking  up   of  business. 

Many  benefits  accrue  to  the  druggist  from  the  mak- 
ing out  of  a  financial  statement.  It  is  first  necessary 
to  take  stock  and  this  in  itself  brings  many  points 
of  value  regarding  the  business  to  light.  It  is  like 
an  X-ray.  It  gets  below  the  surface,  and  the  big 
trouble  with  many  retailers  is  that  they  don't  exam- 
ine below  the  surface  sufficiently. 

The  making  out  of  the  statement  proper  is  frequently 
an  education  to  the  druggist.  It  often  brings  surprises 
in  regard  to  volume  of  stock,  amount  of  money  on 
books,  amount  owing,  and  similar  particulars  that  the 
average  merchant  is  inclined  to  guess  at  during  the 
other  months  of  the  year. 

Last,  and  most  important  of  all,  the  statement  shows 
how  much  money  has,  or  has  not,  been  made  during 
the  past  year.  In  shaping  plans  for  the  coming  year 
it  is  desirable  that  this  be  known.  Be  sure  to  make 
out  a  financial  statement.  You  cannot  afford  to  neg- 
lect it. 

*  *     * 

Come  Strong  on  ]\o  matter  how  the  runner  has  far- 

The  Finish  ed  in  the  race  we  like  to  see  him 

come  down  the  home  stretch 
doing  his  best.  The  hockey  team  that  works  hard  for  a 
grand  finish  is  the  one  that  appeals  to  us.  And  you  will 
notice  that  the  thoroughbred  horse  goes  across  the  line 
exerting  his  last  ounce  of  energy. 

Let  us  be  thoroughbreds  in  a  business  way.  The  year  is 
gradually  coming  to  a  close.  Let  us  not  slacken  our  effort. 
however.  Let  us.  too,  come  down  the  home  stretch  under 
a  full  head  of  steam. 

It  may  make  a  great  deal  of  different  e  in  tin'  figures  for 
the  year  if  the  whole  staff  in  the  store  puts  forth  a  supreme 
el  fort  during  the  last  week  of  the  year  to  attain  maximum 
sales.  There  are  still  real  opportunities  for  business  during 
this  period  if  you  will  only  recognize  the  opportunity  for 
id  finish  and  make  the  most   of  it. 
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Maritime  Drug  Store  Puts  \ 
Over  Several  Stunts 

How  the  Wasson  Drug  Co.,  of 

St.  John,   N.   B.,   increased  sales 

By  William  J.  McNult]} 
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The  Wasson  Drug  Company,  operating  two  retail  stores 
in  St.  John,  one  on  Main  Street,  and  another  on  Sydney 
Street,  have  been  utilizing  special  measures  with  the  goal  of 
increased  sales.  At  the  Main  Street  store,  a  line  of  station- 
ery has  been  installed  and  for  a  quick  turnover  advertising 
via  the  window  cards  has  been  resorted  to  associated  with 
window  displays.  It  was  decided  that  the  sale  of  stationery 
at  twenty-nine  cents  per  box  for  the  best  of  social  stationery 
would  attract  many  to  the  store  who  otherwise  would  not 
enter  the  store.  So,  for  the  first  gun,  a  card  was  printed 
and  placed  in  the  window,  surrounded  by  boxes  and  pack- 
ages of  the  stationery.     It  read: 

THIS  IS  NOT  STATIONARY 

IT  MOVES 
Only  29  cents  per  box. 

The  stationery  was  sold  very  quickly  and  a  notable  in- 
crease in  the  sale  of  drugs  was  also  reported. 

At  the  Sydney  Street  store,  a  set  of  ornamental  scales  was 
placed  in  the  rear  of  the  store,  and  free  weighing  allowed 
for  customers  of  the  store.  The  scales  proved  very  attrac- 
tive for  the  feminine  patrons. 

The  Wassen  Drug  Company  is  controlled  by  Charles  R. 
Wassen  and  J.  Holly  Wassen.  The  former  has  been  in  the 
drug  business  since  boyhood,  and  for  several  years  con- 
ducted the  Rexall  Store  on  King  Street.  Later  he  estab- 
lished the  store  on  Main  Street  and  followed  with  the  Syd- 
ney Street  store.  Originally,  the  Street  store  was  estab- 
lished opposite  the  Loyalist  Burying  Ground,  but  lately  a 
change  has  been  effected,  the  business  being  removed  a  few 
stores  east,  and  nearer  LJnion  Street,  which  is  a  much  more 
advantageous  location. 

J.  Holly  Wassen  of  Wassen  Drug  Company,  was  employed 
by  the  National  Drug  and  Chemical  Company  in  St.  John 
for  eighteen  years.     He  is  the  father  of  C.  R.  Wassen. 

Holds   Conference   of   Employees 

A  novelty  in  the  operation  of  drug  stores  was  seen  recent- 
ly in  St.  John,  N.B.,  when  employees  of  the  Wasson"  Drug 
Company,  operating  stores  on  Main  Street  and  Svdnev 
Street  gathered  in  'round  table  discussion  on  the  best  means 
of  increasing  and  maintaining  patronage. 

C.  R.  Wasson,  who  is  president  of  the  Wasson  Drug  Com- 
pany, who  is  the  originator  of  the  plan  called  the  gathering 
to  order  in  the  rear  room  of  his  Sydney  Street  store.  Each 
employee  was  seated  around  a  table  in  the  middle  of  the 
room.  Mr.  Wasson  held  the  pivotal  position  and  he  was 
supported  by  his  father,  Holly  Wasson,  who  is  vice  president 
of  the  firm. 

Each  employee  was  invited  to  submit  his  or  her  sugges- 
tions for  the  improvement  of  business  and  the  competent 
handling  of  the  trade.     After  each  suggestion  there  was  an 
open  discussion  as  to  the  merits  or  demerits  of  the  suggi  - 
tion,  as  viewed  from  the  different  angles. 


The  result  of  the  meeting  was  two  fold.  In  the  first 
place  many  of  the  suggestions  will  be  placed  into  effect, 
having  been  considered  excellent  ideas  for  boosting  busi- 
ness. In  the  second  place,  the  gathering  proved  an  ex- 
cellent medium  for  bringing  all  the  help  from  both  stores 
into  close  contact  with  each  other  and  accentuating  the 
democratic  spirit  that  is  the  motto  of  the  firm. 

So  far  as  known,  this  is  the  first  time  in  Canada  that  a 
drug  firm  called  its  employees  into  meeting  to  hear  sug- 
gestions and  have  general  discussion,  and  thereby  allowing 
the  employees  an  active  voice  in  the  affairs  of  the  company. 

C.  R.  Wasson  entered  the  drug  business  as  a  clerk  in  the 
pharmacy  of  A.  Chipman  Smith,  Charlotte  Street,  St.  John, 
one  of  the  oldest  drug  stores  in  Canada,  and  for  many 
years  managed  by  Struan  Robertson,  since  retired.  Mr. 
Wasson  was  afterwards  manager  of  the  Rexall  Drug  Store, 
King  Street.  St.  John. 


MARITIME  NEWS  NOTES 

AT  the  present  time  in  St.  John  there  are  forty-eight 
drug  stores  all  selling  at  retail,  and  incidentally  four 
wholesale  establishments.  Ten  years  ago  there  were 
but  thirty  drug  stores  in  St.  John. 

George  N.  Price,  an  actor,  was  empoyed  during  the  sum- 
mer months  at  the  Hawker  drug  store.  Mr.  Price  has  spent 
his  summers  in  St.  John  for  many  years,  always  acting  as 
soda  fountain  clerk  at  the  Hawker  store. 

F.  W.  Munro,  proprietor  of  Munro  's  rug  Store,  Main 
Street,  St.  John,  has  complained  that  the  police  of  St.  John 
have  been  unable  to  protect  his  store  from  burglary.  The 
Munro  store  has  been  broken  into  repeatedly  and  the  police 
have  been  unable  to  find  the  culprits. 

J.  H.  Ross,  for  the  past  five  years  manager  of  the  Ross 
Drug  Company  operating  the  Rexall  Drug  Store,  King 
Street,  St.  John,  has  retired  from  the  management  of  this, 
one  of  the  best  known  and  largest  stores  in  the  maritime 
provinces  and  has  been  succeeded  by  L.  H.  Titus. 

T.  J.  Durick,  owner  of  Durick's  Pharmacy  in  Campbell- 
ton,  N.B.,  and  also  part  owner  of  Durick's  Pharmacy,  Main 
Street,  St.  John,  who  was  recently  married  at  Newcastle, 
N.B.,  has  returned  from  a  honeymoon  spent  in  Boston  and 
Montreal  and  other  cities  and  is  now  in  Campbelfton,  where 
he  opened  a  store  six  months  ago.  During  his  absence,  R. 
Mayes  was  manager  of  the  Campbellton  store. 

J.  G.  McCurdy,  clerk  in  R.  P.  Colgan's  drug  store  at  the 
(inner  of  Waterloo  and  Peters  Streets,  St.  John,  was  recent- 
ly married  in  Chatham,  N.B.,  and  is  now7  residing  in  St. 
John. 

Complaints  are  said  to  have  been  lodged  against  the 
Portland  Pharmacy,  Main  Street,  and  Kane's  Drug  Store, 
Dock  Street,  St.  John,  by  pharmacists  because  the  owners 
of  the  stores  in  question  are  not  druggists  and  were  never 
engaged  in  the  drug  business  until  drug  stores  were  allotted 
\indoTships  under  the  New  Brunswick  prohibitory  law. 

The  estate  of  the  late  M.  V.  Paddock,  for  more  than  forty 
years  a  druggi6t  in  St.  John  and  for  much  of  that  time 
owner  of  Paddock's  Pharmacy  at  the  corner  of  Lhiion  and 
Cobourg  Streets,  was  valued  at  $20,000.  The  widow  was 
the  sole  beneficiary.  The  late  Mr.  Paddock  was  also  the 
official  analyst  for  the  attorney  general's  department  of  the 
New  Brunswick  government.  The  former  Paddock  Phar- 
macy is  now  being  operated  by  J.  B.  Mahonev  who  conducts 
a  drug  store  at  the  corner  of  Dock  and  Union  Streets  in  St. 
John,  and  who  purchase  the  stock  and  good  will  from  the 
estate  recently.  Mrs.  Paddock  had  decided  not  to  continue 
the  business  and  expects  to  be  away  from  St.  John  part  of 
each   year. 
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SOME  ADVERTISING  HELPS  FOR 

THE  DRUGGIST 

Using  the  word  "Special" — Laying  out  the  ad. — Selecting  the  type — 
Balancing  the  ad. — How  and  when  to  use  cuts. 


THE  word  ""special"  can  be  made  into  a  strong  word  in 
your  community,  providing  you  never  use  it  except 
when  a  genuine  reduction  from  your  regular  everyday 
price  has  been  made.  B\  using  it  in  this  manner  customers 
will  pay  attention  to  it  when  vou  do  use  it.  Don't  weaken 
the  word  or  make  it  lose  its  value  by  using  it  indiscrimin- 
atel. 

-  ;ie  stores  are  continually  using  and  advertising  the 
word  ""special"  when  no  real  special  at  a  reduced  price  i<s 

|        !iiiiiiiiniiiiiiiiitiitiuiiiiiiitiMiMiiiiiiiitiiiitlliiiiitiit!iiiiiiiiiitinlHiiiiiiiiiiiiitiiiiiiiiii:iiniiiiiiititiiiiiMiiiiiiiiiiiiiiiiiitiiiiiiiri 

Christmas  Stationery 

1  Our  stock  is  composed  of  many  beautifully  design-  | 

1  ed  boxes  of  the  best  quality  paper  and  envelopes.  | 

|  These  Xmas  papetries  make  most  pleasing  and  ac-  | 

|  ceptable  gifts.      A  few  lines  are: 

1  La  mode,  white,  green,  tan 75c  | 

1  Roxborough  Linen,  long  envelopes,  special   ...50c  | 

|  Correspondence  Cards,  gilt  edged $1.00  f 

|  Louisette    65c  | 

|  French  Organdie  suede  finish    65c  | 

|  Fancy  Papetries   75c  to  $1.75  1 

KENNEDY 
|  Drug  Store  | 

724-730  Rosser  Avenue. 

Opp.  Woolworth's.  1 

?itllllllllUlllllllllllllll1ll!IIIIINIIMIIItlillllllllllllllllH!IIIIIIIIIIIIIIIIIIIIIIIllllllllllllllltlllllllll!lli:|.!IMMI 1:11111 Illlllllli:  ^ 

How  Brandon.   Man.,   druggist  advertises  Xmas  stationery. 

being  offered.  Customers  are  fooled  for  a  time  or  two, 
and  then  it  reaches  a  point  where  the  word  is  of  no  import- 
ance and  means  nothing  to  them,  because  they  have  been 
fooled  by  it  so  often. 

Lading  Out  the  Advertisement 

Decide  what  you  are  going  to  advertise,  then  shut  vour 
eyes  and  imagine  how  vou  would  like  to  see  your  advertise- 
ment. Then,  take  a  piece  of  paper  and  a  pencil  and  put 
it  down  in  the  form  in  which  it  appeared  in  your  imagina- 
tion. 

'"Prepare  a  "dummy"'  in  the  form  you  have  in  mind. 
Mark  the  back  of  the  cuts  you  are  using  in  vour  ad.  with 
letters  showing  where  the\  are  to  go. 

Have  one  sheet  headed  "Instructions  to  Foreman."  and  on 
this  sheet  tell  the  foreman  of  the  print  shop  how  vou  want 
the  advertisement  set.  These  instructions  might  read  some- 
what as  follows: 

Size  of  adv..  3  col.  x  12  inches. 

Runs  Fridav  edition  only. 


.Must  have  six  proofs  Wednesday. 

Leave  1  L.  inch  of  white  space  inside  of  border  all  around. 

Leave  !g  inch  white  space  around  all  cuts. 

Use  capital  letters  oniv  where  shown  on  copy  and  dummy 
layout. 

Set  all  prices  bold  face,  two  line  size. 

Use  1[  marks  where  shown. 

Please  do  not  divide  words  unless  absolutely  necessary. 

Set  all  heads  and  sub-heads  bold  face  and  as  large  as 
space  will  permit. 

Use  no  cross  rules. 

F  se  1  point  column  rule    as  shown  on  lay-out. 

L  se  2  point  wave  rule  for  box. 

Use  stock  border  No.  7.  as  shown  in  your  list  of  borders 
and  type  faces. 

Kind  of  Type  to  Be  Lsed 

When  vou  send  your  advertising  copy  to  the  printer, 
specify  that  vou  want  a  good,  plain,  easy-reading  type,  and 
tell  him  to  stick  to  one  style  of  type  all  the  way  through 
the  advertisement.  The  size  of  the  type,  of  course,  can 
vary — and  you  can  have  it  either  in  black  face,  light  face, 
or  both,  but  you  should  avoid  using  6  or  8  different  styles 
of  tvpe  in  the  same  advertisement.     Light  face  type  is  good 

HiiMiniiiiiiiiiiiiiiiiiiiiiiiiiiiuiiiiiiiiiiiiiiiniiiiiiiiitiiiitiiiiiiiiiiiiiiitiniiiiiiiiiiiiiiiHtiiiiiiiiiiiitiiiiiiiiiiiiiiiMiiiiriiiiiitiiiiiiniiitiiii^ 

XMAS  CARDS 

This  year  we  have  the  prettiest  and  daintiest  greet-  § 

|  ing  cards  ever  shown  in  Sydney.  1 

|  We  don't  ask  you  to  take  our  word  for  this.     Drop  | 

|  in  and  see  for  yourself. 

|  Not  the  "Flashy""  ones  either,  but  just  plaian  cards  | 

|  gotten  up  in  an  entirely  new  form.     New  emboss-  \ 

|  ing.     New    stvle   tvpe.     New  and  '"Catch y"   greet-  1 

|  ings.     Special     cards     for     "Father."     "Mother."  | 

|  "Irish."    "Scotch"    Cards   to    go    with    your    Gift.  | 

|  Cards    to    acknowledge    same.     See    them,    they're  1 

|  simply   velesanat.       You   just  can't   help    setting  | 

|  some.'    ONLY  AT.  | 

|    Murphy's  Drug  Store  | 

^.iiiniiiniitiiiiiiitiiiiiiiiiiiiiiHitiiiiiiiiiuuiiiiimiiiiiiitiiiiiiiiiiiiiiiiiiiiniiiimiiiiiiiiiiiiMiMniiiiiMiiiiiiiiiiiHiiiiiiiiiiiniiiiiiniiiiiir 
A  Sydney.   N.S.,    store  gives  prominence  to  Xmas  cards  in  its  publicity. 

for  descriptive  matter.  Black  face  is  good  for  headings 
and  prices.  Headings  should  usually  be  set  "as  large  as 
space  will  permit." 

Have  ^  our  Advertisement  Balance 

The  average   advertiser   realizes  the  importance  of  hay- 
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ing  his  advertisement  "balanced,"  but  the  printer  must 
sometimes  be  cautioned  about  this  essential  requirement. 
An  advertisement  "balances"  when  both  sides  of  it  are 
similar  or  of  equal  "weights''  or  importance.  That  does 
not  necessarily  mean  that  both  sides  must  be  exactly  alike. 
as  a  picture  on  one  side  might  be  balanced  by  reading  on 
the  other. 

When  "boxes"'  are  used  care  should  be  taken  to  sec  that 
those  placed  exactly  opposite  each  other  are  of  the  same 
size.  If  a  large  number  of  boxes  are  used,  they  should  be 
arranged  in  an  artistic  manner. 

Sometimes  extra  attention  can  be  drawn  to  an  article  by 
"boxing"  it  with  a  2  point  wave  rule.  If  this  is  done,  make 
6ure  that  everything  pertaining  to  the  article  is  inside  the 
rules.  "Boxes"  are  also  used  when  you  find  it  necessary  to 
insert  something  of  an  entirely  different  nature  in  your 
regular  advertisement. 

Vbout  the  Use  of  Cuts 

Everybody  enjoys  looking  at  pictures,  and  there  is  no 
better  way  of  creating  interest  in  your  advertisement  than 
by  the  careful  use  of  a  number  of  good  cuts.  While  you 
iii;i\  be  able  to  describe  a  piece  of  merchandise  in  words 
so  that  a  customer  can  imagine  what  it  looks  like,  you  can 


enhance  the  power  of  your  appeal  by  using  a  true  to  life 
illustration. 

When  cuts  are  used,  use  good  ones.  A  cheap,  poorly 
drawn,  newspaper  cut  in  a  high-class  advertisement  looks 
like  a  tarnished  brass  shirt  stud  on  the  bosom  of  a  fancy 
dress   shirt. 

Your  cuts  must  tell  the  truth  as  well  as  the  text  of  your 
advertisement.  Under  no  circumstances  should  a  cut  be 
used  that  makes  the  advertised  article  look  better  than  it 
really  is. 

When  cuts  are  used  they  should  be  separated  as  much  as 
possible  in  the  advertisement.  If  a  number  of  cuts  are  to 
appear  in  one  column  do  not  run  them  all  on  one  side  of 
the  column,  but  alternate  them,  having  some  on  one  side 
and  some  on  the  other. 

When  cuts  of  boxes  of  soap,  cigars,  candy,  etc..  are 
shown  open,  have  the  cuts  face  in,  toward  the  centre  of  the 
advertisement.  Cuts  sh  iw  ing  the  pictures  of  persons  should 
be  placed  so  as  to  have  the  subject  looking  into  the  adver- 
tisement and  not  out  of  it,  the  theory  being  that  the  reader 
will  look  in  the  same  direction  as  the  person  in  the  illustra- 
tion, and,  of  course,  you  want  him  to  look  into  your  adver- 
tisement and  not  out  of  it. 

A  cut  to  show  up  to  the,  best  advantage  should  be  sur- 
rounded with  about   's  inch  of  white  space  on  all  sides. 


FORMULARY 


Some   Toilet  Recipes— 'Perfumes 


HERE  is  a  set  of  formulas  that  provides  for  artificial 
and  synthetic  substances,  and  that  come  at  popular 
prices. 

Perfume  Base 

Spirit  wine    20  ozs. 

Rose  water    5  ozs. 

Solution  ammonia  10.880)    5  min. 

Simple  tincture  bonzoin    4  drs. 

Tincture  orris   (1   in  1)    2  ozs. 

Lilac 

Synthetic  lilac    5  drs. 

Base   22  ozs. 

Essence  civet  4  drs. 

Essence  vanilla    Vi>   dr. 

Oil  bitter  almonds 2  min. 

Tint   pale   mauve. 

Carnation 

Synthetic  dianthin   1   dr. 

Base    30    ozs. 

Tint  pale  pink. 

Jasmine 

hetic  jasmine    1    dr. 

Base  30  ozs. 

Tint  pale  green. 

Heliotrope 

Heliotropin  1   oz. 

Base    30    ozs. 

Essence  vanilla   2  drs. 

Oil  bitter  almonds    8  min. 

Ess  ni      musk   1  dr. 

Tint  a  pale  mauve. 


Syringa 

Synthetic   -\  ringa    4  drs. 

Base   25  ozs. 

White  Rose 

For  a  cheaper  perfume  than  that  already  given  use  equal 
parts  of  this  and  jasmine. 

VlOLETTE  DE  PaRME 

1. — Violetton    1    dr. 

Synthetic   jasmine    20    min. 

Coumarin    J  ■>    dr. 

Base    1    pt. 

Ylang-ylang  I  as  above)    5  ozs. 

Color  pale  green. 

2. — Violetton    2   drs. 

Oil  neroli    10  min. 

Oil  bitter  almonds   10  min. 

Synthetic  jasmine    20  min. 

Base  1   pt. 

3. — Violetton    3   drs. 

Essence  of  musk   2  drs. 

Rose  triple    3   drs. 

Base    30    ozs. 


ATTRACTING  ATTENTION  TO  MEDICINAL  HERBS 

A  huge  iron  kettle  swung  on  a  metal  tripod  with  a  pile 
of  wood  ready  for  kindling  underneath  and  colored  ribbons 
Strung  from  the  kettle  to  little  piles  of  herbs  and  dl 
around  the  window  base,  was  the  novel  and  inexpensive 
window  design  recently  used  by  Cook's  drug  store  of  St. 
Thomas,  Out.,  for  featuring  their  special  preparations.  The 
herbs  and  drugs  wen-  displayed  on  squares  of  glass,  with 
neat  tickets  I'll  each  pile  explaining  the  medicinal  \alue  oi 
the  stuff  and  proportions  used  in  the  preparations.  Larger 
■how  cards  advertising  the  preparations  wen  conspicuc 
displayed  above  and  to  the  rear  of  the  central  unit.  The 
whole  made  a  \er\  effective  window,  catching  the  eye  of  the 
al  pedestrian  and  causing  him  or  her  to  stop  and  ex- 
amine the  displa)   more  carefully. 
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Buy  Your  Christmas  Gifts 

At 
A  Drug  Store 

Your  Druggist  has  a  big  range  of  appro- 
priate lines  for  gift  purposes  that  you 
should  make  it  a  point  to  see  before  mak- 
ing your  Christmas  selections. 

Buy  Articles  that  are  Useful 

There  is  a  decided  trend  on  the  part 
of  the  public  in  recent  years  toward 
practical  gift  giving.  The  goods 
carried  in  stock  by  the  druggist  are 
outstanding  in  this  regard. 

We  will  take  orders,  put  them  up  in  attractive  style,  deliver 
them  to  any  address  in  the  municipality  at  the  proper  time. 

Let   Us  Make  Suggestions 


ooo 
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Pa.te  this  page  on  yout  window.      It  will  help  populate  your  store  as  a  gift  store     This  page  may  also  be  used  (with  necessary  correetions)  as 
an  adveitisement  in  your  local  paper  or  as  a  dodger  lor  distribution  in  your  neighborhood. 
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TWO  GOOD  DRUG  STORES  IN  THE 

MARITIMES 

Atherton  &  McAffee  and  H.  P.  Wilson,  building  up  big  businesses 

at  Woodstock,  N.  B. 


MEN  play  their  parts  in  the  drama  of  life  and  pass  into 
the  Great  Unknown.  Business  enterprises  frequent- 
ly die  with  those  who  established  them.  Occasion- 
ally, however,  there  is  an  exception  to  the  rule;  a  business 
persists  even  after  its  founders  have  gone  hence.  So  says 
The  Busy  East  in  an  article  on  the  drug  store  of  Atherton 
&  McAffee,  which  has  been  in  business  for  half  a  centurv  at 
Woodstock,  N.B. 

The  lower  flat  of  the  building  on  the  corner  of  Main  and 
Queen  streets,  opposite  The  Carlisle  Hotel,  at  Woodstock, 
has  been  a  drug  store  for  half  a  century  and  numbers  among 
its  patrons  today  those  who  as  children  visited  the  place 
forty  and  fifty  years  ago.  The  store  was  established  by  the 
Late  Henry  Baird,  afterwards  becoming  the  property  of  the 
late  Charles  Connell.  The  I.  E.  Sheasgreen  Drug  Company 
followed  and  they  were  succeeded  in  November,  1910,  by 
the  present  owners,  Messrs.  Atherton  and  McAffee. 

Messrs.  John  A.  Atherton  and  Ira  McAffee  constitute 
the  members  of  the  firm,  which  enjoys  an  excellent  patron- 
age, not  only  from  the  people  of  Woodstock  but  from  the 
farming  communities  wifihnn  a  radius  of  twenty  miles  or 
more.  Both  the  partners  brought  to  the  business  a  know- 
ledge and  experience,  that  has  made  possible  the  conduct- 
ing of  a  drug  store  of  no  secondary  importance. 

The  Atherton-McAffee  store  has  a  frontage  of  twenty-eight 
feet  and  a  depth  of  ninety-six  feet.  It  has  high  white  ceil- 
ings, spacious  plate  glass  windows  and  is  well  lighted  by 
day  and  by  night.  Several  silent  salesmen  show  goods  at 
their  best.  At  a  distinctive  soda  fountain  cool,  refreshing 
drinks  and  Purity  ice  cream  are  courteously  served  and  on 
a  hot  day  it  may  be  taken  for  granted  that  the  corner  store 
is  a  popular  resort. 


The  many  lines  usually  found  in  a  first  class  drug  store 
are  found  here.  There  are  perfumes,  so  pleasing  to  the 
ladies;  delicious  chocolates  to  tickle  the  palates  of  many 
patrons;  ivory  goods,  which  are  so  popular,  leather  goods 
in  fine  array:  patent  and  proprietary  medicine  to  heal  the 
sick;  purest  drugs  quickly  avaialable  for  prescription  work; 
drug  sundries  in  almost  endless  variety.  All  in  all  this 
drug  store  is  one  of  which  its  owners  may  well  be  proud. 

Yes.  success  has  come  to  Messrs.  Atherton  and  McAffee 
and  they  deserve  it.  They  have  taken  nothing  for  granted. 
They  have  not  tried  to  live  on  the  reputation  of  the  past 
but  seeking  to  uphold  the  best  traditions  of  the  store,  they 
have  by  hard  work  and  close  attention  to  every  detail  de- 
veloped the  business  to  the  highest  point  in  its  half  centurv 
of  history. 

A  glance  at  the  picture  which  appears  on  this  page  will 
give  a  slight  idea  of  what  the  outside  and  inside  of  this 
store  looks  like.  No  enterprise  is  more  necessary  in  a 
community  than  a  modern  drug  store  for  life  is  frequently 
saved  by  drug-  and  life  is  the  most  important  thing  in  the 
world.  The  drug  store  on  the  corner  has  served  two  genera- 
tions: may  it  continue  to  give  faithful  service  in  the  years 
that    are   yet    to   be. 


BUILDING   UP   PRESCRIPTION   BUSINESS 


A 


GOOD  drug  store  is  a  real  necessity.     When  sickness 
visits  the  home  a  doctor  is  called  and  makes  a  diag- 
nosis.    Then  he  gives  a  prescription,  which  must  be 
,-xpert  knowledge  of  his  busi- 


filled  by  a  druggist  who  ha: 


The  Atherton  &  McAffee  drug  store  at  Woodstock.   N.B..    showing    display    windows    and    giving    a    good    interior 

view   of   store. 
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ness.     When  the  life  of  our  loved  one  hangs  in  the  balance 
we  are  in  no  mood  to  take  chances. 

A  young  man.  who  is  a  dispensing  chemist  of  much  abil- 
ity is  Mr.  H.  P.  Wilson/who  went  to  Woodstock.  N.B.,  from 


McKean's  death  Air.  Wilson  continued  to  manage  the  busi- 
ness for  Mrs.  McKean.  At  the  end  of  the  three  years  he 
acquired  the  business  himself  and  has  since  carried  on  in  his 
own  name.  Since  the  establishment  of  the  business  bv  the 
late    Mr.    McKean    123.172    drug    prescriptions    have    been 
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Attractive    show    window    of    H.    P.    Wilson"s 
drug  store  at  Woodstock.  N.B. 
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Milltown  ten  years  ago.  For  two  years  he  was  manager  filled,  a  fact  that  speaks  volumes.  Mr.  Wilson  makes  a 
for  the  late  Chas.  A.  McKean  who  for  over  thirty  vears  specialty,  of  prescription  work,  which  is  every  day  assum- 
conducted  a  drug  store  at  the  same  stand     Following  Mr.   ing  greater  proportions. 


GET  XMAS  DECORATIONS  UNDER  WAY  EARLY 

HOLIDAY  plane  now  ought  to  be  under  way.  Adver- 
tising and  decorations  should  be  planned  well  ahead 
of  their  use.  If  you  wait  until  it  is  time  to  run  your 
Christmas  advertising  and  then  try  to  get  it  up  with  the 
printer  waiting,  it  will  not  be  anything  like  as 
vertising  as  if  you  begin  work  on  it  well  in  advanc;-  an  1 
write  and  rewrite  the  copy  until  it  savs  just  what  von  want 
it  to  say  in  just  the  way  you  want  it  said. 

If  you  leave  it  to  the  last  week  for  decorating  the  store  and 
then  satisfy  yourself  bv  sticking  up  an  artificial  wreath  or 
two  and  by  stringing  a  few  strands  of  ornamental  paper 
across  the  wall-case  tops,  your  store  will  not  profit  in  any 
degree  by  the  decorating.     Rather  the  reverse. 

The  time  to  decorate  is  early  in  order  to  hasten  the  de- 
velopment of  the  Christmas  spirit  in  people:  and  the  way  ro 
decorate  is  bv  the  use  of  greens  and  holly  and  crepe  paper, 
plain  and  in  Christmas  patterns,  and  other  helps  of  a  class 
that  will  make  the  store  look  artistic,  not  merelv  loaded 
with  trashy  looking  garlands  of  an  obviously  artificial  sort. 

You  may  have  no  better  values  or  no  more  attractive 
goods  to  offer  because  your  store  is  well  decorated,  but  such 
decorations  are  going  to  make  yours  look  like  one  of  the 
Christmas  6tores  of  the  town,  and  when  people  go  shopping 
they  are  goins  to  visit  the  places  that  have  the  holiday  look 
on  the  outside  as  well  as  the  holiday  stock  on  the  inside. 
inside. 

Dress  the  outside  of  the  store  with  greens.  Border  the 
windows  with  them.  Cover  the  panels  under  the  windows 
with  them.  Use  more  light  than  usual  to  make  your  store 
conspicuous.     Have  a  banner  or  sign  out  announcing  your 


holiday  stock,  splurge  on  this  appeal  for  the  Christmas 
trade.  Without  anv  special  effort  you  could  probably  sell 
some  goods,  but  why  not  bear  on  harder,  go  after  the  trade 
as  strongly  as  you  can  and  sell  out  all  your  holiday  stuff 
and  make  some  money  on  the  deal  instead  of  having  the 
profit  left  tied  up  in  stuff  that  must  be  shoved  off  through 
the  comins  vear? 


DEALER  REMEMBERS  BIRTHDAYS 

An  exchange  tells  in  its  news  columns  of  a  dealer  doing 
a  business  of  something  like  $60,000  a  vea'r  in  a  villag 
less  than  200  people,  but  in  the  centre  of  a  prosperous, 
well-populated  farming  country.  \  -.heme  which  has 
brought  him  big  returns  consists  of  keeping  a  card-record 
of  the  boys  and  girls  who  reside  in  his  neighborhood.  This 
file  shows  the  date  of  each  individual's  birthday,  and  every 
vear  this  dealer  sends  each  buver-io-be  a  little  gift,  which 
undoubtedly  builds  business  for  the  future.  The  -  - 
;-  drawn  mi  for  the  data  going  onto  the  cards,  his  assist- 
ance in  this  particular  not  comprising  a  heavy  item  of  ex- 
- 


FLAGS  TO  PURCH\^FRS  OF  GOOl  - 

"Buckley,  the  druggist,"  of  Sydney,  VS..  to  help  on  the 
celebration  of  Armistice  Da}  gave  away  a  free  Bag  to  every 
purchaser  of  good-  for  three  days  before  that  day.  Pur- 
sers  of  50  cents  worth  of  goods  received  a  flag  6x8 
inches;  those  who  -pent  a  dollar  received  a  9x1  I  inch  flag; 
while  five  dollar  purch   -     - 
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CANDY  AS  A  CHRISTMAS  GIFT  LINE 


Druggists  should  cash  in  with  a  candy  department,  especially  during  Xmas 
holiday  season — Color  in  the  Christmas  display.    I 


CANDY  as  a  gift  has  come  into  remarkable  favor  during 
recent  years.  Whether  prohibition  has  had  something 
to  do  with  Ithe  public's  increased  demand  for  sweets 
cannot  at  this  time  be  accurately  determined,  but  the  fact 
remains  that  candy  shops  were  never  more  crowded  with 
eager  buyers  than  lliey  are  now. 

There  is  no  reason  at  all  why  the  retail  druggist  should 
not  cash  in  on  the  popularity  of  candy.  Candy  belongs  in 
the  drug  store,  and  the  druggist  who  neglects  to  stock  it  is 
missing  a  big  opportunity  to  add  to  profits. 

The  druggist  selling  cand)  need  no  longer  be  afraid  that 
difficulties  are  going  to  arise  in  the  matter  of  supply.  The 
many  great  manufacturers  of  candy,  who  are  distributing 
their  product  nationally,  will  provide  an  uninterrupted 
supply  of  candy  in  ample  quantity. 


COLOR  IN  THE  XMAS  DISPLAY 

WARMTH  and  color  above  all  else  should  be  the  key- 
note of  the  holiday  displays.  It  is  a  long  way  to 
New  Orleans,  but  there  is  a  drug  store  there,  trav- 
ellers tell  us,  which  makes  a  specialty  of  its  chocolates,  and 
last  Christmas  it  made  ite  window  a  study  in  read.  Each 
of  the  windows  was  floored  and  lined  with  red  cloth,  one 
window  being  entirely  filled  with  the  chocolates  for  which 
they  are  locally  famous.  A  porch  surrounds  the  store, 
which  is  on  the  corner  of  the  principal  business  street,  and 
all  around  the  edge  of  the  roof  was  a  row  of  red  lights, 
while  suspended  at  intervals  from  the  top.  sufficiently  high 
to  be  above  all  the  traffic,  were  red  cloth  signs,  bearing  in 
white  letters  the  words  "Jacobs'  Candies  and  Chocolates." 
The  walls  of  the  interior  were  tinted  a  very  dark  green,  and 
a  big  soda  fountain  took  up  one  entire  side.  Back  of  it 
was  mantels  of  black  walnut,  with  mirrors  and  onvx  col- 
umns, while  between  them  were  clusters  of  red  bulbs  with 
rose  and  poppy  shades  made  from  crepe  paper.  A  big 
grandfather  clock  stood  in  the  centre  aisle,  well  to  the  rear, 
and  beneath  it  was  printed  "Jacobs'  Chocolates."  The 
whole  atmosphere  w.as  so  cheery  that  it  lured  in  from  the 
gloomy  street  a  large  percentage  of  those  who  passed. 

Cherry  Silk  and  Oak  Leaves 

Another  drug  store  in  one  of  the  larger  cities  had  a  bright 
holiday  window.  It  was  floored  with  billows  of  cherry  silk, 
and  in  the  background  was  a  great  arch  of  dark  red  oak 
leaves,  while  on  the  wall  were  gilded  candle  brackets,  with 
shade  of  cherry  silk.  Brown  wicker  baskets,  with  high 
handle-,  tied  with  bow-  of  cherry  ribbon  held  blocks  of  mil 
chocolate.  A  large  black  sign,  lettered  in  red  and  white, 
announced:  "Chocolate  Nutmore — a  delightful  confection 
of  chocolate  and  chopped  nuts."  On  a  large  silver  platter 
were  shown  chocolate  mints  and  in  the  rear  several  red  satin 
lined  boxes  to  be  filled  with  chocolates  while  down  in  front 
were  boxes  of  the  assorted  chocolates. 

Golden  hued  Velvet  as  a  Decoration 

A  display  thai  v  a  <■  striking  and  harmonious  was 

arranged  by  a  Philadelphia  drug  store  whose  window  was 

floored  wi    i       Id   n  hued  velvet,  in  the  centre  of  which  was 

a  mound  with    Mark   silk.      Several    open   boxes   of 

i    un.  each  confection  enclosed  in  a  fluted 


carton  of  different  color.  Other  closed  boxes  were  shown, 
the  covers  being  a  perfect  nightmare  of  colors  and  fantastic 
design.  A  card  called  attention  to  the  candy:  "Utterly- 
utterly  It — Futurist  Packages,  one  dollar  the  pound — Take 
home  a  box  and  youll  know  what's  what  in  Candy.-'  An- 
other candv  window  set  forth  by  this  firm  was  floored  and 
backed  with  cretonne  in  black,  cream  and  floral  pattern. 
Steel  candy  frames  were  used,  topped  with  glass  slabs,  and 
each  standard  was  tied  with  big  bows  and  streamers  of  red 
ribbon,  upon  the  slabs  being  shown  boxes  of  popular  priced 
chocolates  and  bon  bons. 

Orange  and  Black  Set  Off  Candies 

A  striking  window-  in  orange  and  black — a  relief  from 
the  constant  holiday  red,  and  yet  equally  vivid  and  trade 
pulling — was  recently  arranged  by  a  Western  druggist. 
The  background  was  of  orange  silk  to  which  was  fashioned, 
silhouette  fashion,  black  cutout  figures  o!  birds  and  foliage. 
In  the  centre  background  was  a  large  oval  mirror,  framed  in 
black,  while  the  floor  was  covered  with  a  checker-board  de- 
sign in  black  and  white  paper.  A  tall  lamp  at  one  side  had 
touches  of  orange,  and  a  shade  of  orange  silk,  upon  which 
were  appliqued  swallows  in  black  cloth.  At  either  side  of 
the  window  were  black  pedestals,  topped  with  shallow  wick- 
er baskets  of  brown,  one  filled  with  white  mints,  and  the 
other  with  green  lime  tablets.  In  the  centre  was  a  huge 
silver  salver,  a  yard  long,  filled  with  the  white  mints,  with 
a  border  of  green  candy.  Around  it  were  while  cardboard 
boxes,  tied  with  orange  ribbons,  several  being  left  open  to 
show  the  contents.  A  quaint  conceit  was  a  silver  vase,  with 
rim  of  black  enamel,  filled  with  the  while  mints,  while  near 
it  was  a  small  Japanese  lacquer  box  containing  lime  tablets. 
Behind  the  salver  was  a  vase  containing  deep  yellow  and 
white  chrysanthemums,  with  green  ferns,  thus  carrying  out 
the  color  scheme  of  the  display.  A  card  of  white,  lettered 
in  green  and  orange,  with  a  border  of  black,  suggested: 
"This  is  the  place  to  get  your  after-dinner  mints  and  limes 
for  the  holiday  feast." 

Rose  Color  as  a  Chocolate  Background 

Another  Western  drug  store  had  a  window  draped  in  rose, 
which  featured  old  fashioned  chocolates  for  the  kiddies: 
Several  pyramid  shelves  were  built  up.  covered  with  rose 
silk,  on  which  were  laid  white  lace  paper  mats,  on  which 
reposed  little  heaps  of  chocolate  creams,  while  scattered 
among  them  were  several  boxes  tied  with  the  rose  hued  rib- 
bons. A  large  card,  with  picture  of  a  little  girl  offering 
some  candv  to  a  playmate,  and  having  in  the  upper  corner 
a  box  of  the  real  candv  fastened  to  it,  said:  '"Old  Fash- 
i il  Chocolates.  Delicious,  creamy,  pure  and  whole- 
some. ' '  In  the  lower  part  of  the  w  indov .  next  to  the  glas 
were  pound  boxes  of  candies,  on  the  cover  of  which  was  the 
picture  of  a  Rim  star,  and  a  caul  advised:  "Reel  Favorite 
Chocolates."'  while  a  larger  card  suggested: 

Get  a  Box  of  REEL  FAVORITE  Chocolates  before  Attend- 
ing the  Movies. 

They  are  as  popular  as  the  reel  favorites  of  the  screen, 
and  they  cos?  onlj  19c.  All  the  popular  stars  of  the 
films.  Mono:  your  favorite  and  secure  genuine  pleas- 
ure for  yourself  by  indulging  in  these  delicious  candies. 


December.  1922 


THE    RETAIL    DRUGGIST    OF    CANADA. 


23 


The  old  fashioned  chocolates  wen-  also  put  up  in  little 
-  of  waxed  paper  retailing  at  10c  and  25c  the  package. 
Druggist  Featured  Nuts  Instead  of  Candies 

A  novel  display,  featuring  nute  rather  than  candy,  was  ar- 
ranaged  bv  a  drug  store  out  in  British  Columbia,  and  helped 
to  sell  a  quantity  of  their  nut  confections.  A  false  bottom 
was  arranged  for  the  display,  giving  the  impression  that  the 
window  was  filled  to  a  depth  of  three  feet  with  the  glace 
nuts.  Several  coeoanuts  were  also  filled  with  these  candied 
nuts,  and  garlands  of  shelled  nuts,  strung  together,  were 
looped  in  the  background,  while  in  the  foreground  was  a 
large  dish  containing  a  pile  of  chocolates,  each  of  the  con- 
fections having  a  nut  centre. 


5UGCESTIOX5  FOR  XMAS   DISPLAYS 

EVERY  now   and  then  we  see   a   window   display  that 
attracts  attention  and  lives  in   the  memory.     It  may 
be  any  article,  but  we  have  seen  quite  a  number  de- 
voted to  candy  lines. 

As  we  are  getting  close  to  the  Christmas  holiday  season. 
and  as  candies  are  a  big  Christmas  line,  here  is  a  display 
that  might  be  found  both  striking  and  sales  compelling: 

Fastening  in  place  to  the  glass  is  the  greeting  "Merry 
Christmas."  The  background  is  a  low  fence  made  from 
strips  of  beaver  board  or  other  heavv  cardboard  or  muslin 


tacked  to  a  framework  and  given  a  coat  of  white  kalsomine 
with  diamond  dust  or  silver  metallic*  generously  sprinked 
upon  it  before  it  sets.  Posts  are  placed  at  intervals,  the 
two  centre  ones  being  surmounted  with  large  white  frosted 
electric  globes,  lighted  up  at  night.  Fastened  to  the 
posts  are  clusters  of  large  red  poinsettias  and  holly,  which 
add  a  dash  of  vivid  coloring  to  the  striking  whiteness. 

The  floor  of  the  window  is  completely  covered  with 
cotton  sprinkled  over  with  diamonr  dust. 

The  display  of  merchandise  consists  of  several  gift 
boxes  arranged  on  fixtures  and  on  the  floor  of  the  window. 
The  three  most  important  ones  are  displayed  obove  the 
others,  with  ribbon  streamers  connecting  (them  with 
others  of  the  same  kind  which  are  shown  opened  up  so  as 
to  afford  fo  the  beholder  a  view  of  their  contents.  A 
card  simplv  worded  announces  the  advertising  message. 
"Always  appropriate  and  acceptable — Send  a  Box  of 
Smith"- '" 

Those  who  are  extremely  desirous  of  exhibiting  an  over- 
worked Santa  Claus.  can  adad  this  feature  bv  placing 
him  just  behind  the  fence,  holding  in  his  hand  the  ends 
of  ribbon  streamers  connecting  with  each  gift  box  in  the 
display. 

A  judicious  use  of  your  window  space  now,  at  this  season 
will  not  only  mean  increased  sales  for  the  presnt,  but 
if  they  contain  displays  that  are  unique  and  out  of  the 
ordinary,  a  lasting  advertisement  for  your  future  business. 


THE  FOUNTAIN  AT  CHRISTMAS 


BY  all  means  decorate  the  fountain  for  Christmas. 
Christmas  greenery  should  be  much  in  evidence,  twin- 
ed around  columns  and  festooned  from  the  top  of  the 
superstructure.  You  can  use  holly  wreaths,  and  the  red 
Christmas  bells  are  also  very  effective.  A  small  Christmas 
tree  may  be  trimmed  and  placed  in  the  centre  of  the  "back 
bar."'  You  can  now  get  electrical  outfits  with  small  bulbs, 
with  which  to  light  the  tree  at  night,  and  the  showing  made 
is  excellent.  One  fountain  seen  last  year  had  a  small  sleigh 
team  of  reindeer  complete,  and  Santa  Claus  inside  the  sleigh 
with  a  pack  of  tovs.  Another  showed  Santa  Claus  in  the 
act  of  starting  down  a  chimney,  with  his  pack  of  toys  on  his 
back.  These  things  were  secured  from  novelty  stores,  and 
in  these  establishments  you  can  find  many  other  suggestions. 

Toys,  novelties  and  electrical  effects  are  not  purchased  for 
one  season  only.  At  the  end  of  the  holidays  they  should  be 
put  awav  for  next  year,  everything  except  the  perishable 
green  stuff.  Some  druggists  maintain  a  regular  "property" 
chest  after  the  fashion  of  the  "property"  room  of  a  theatre, 
but  on  a  much  smaller  scale.  Thus  they  are  equal  to  any 
emergency  and  can  decorate  for  any  occasion.  It  is  a  good 
plan  to  accumulate  materials  in  this  way.  You  can  ring 
in  various  changes  from  year  to  year,  add  a  little  new  stuff 
now  and  then,  and  will  always  be  prepared  to  get  up  a 
suitable  holiday  display  at  short  notice. 

Catering  to  the  Children 

A  Christmas  tree,  a  mechanical  toy.  or  a  view  of  Santa 
Claus,  any  of  these  is  sure  to  make  a  hit  with  the  children. 
And  children  are  not  bad  customers  to  cater  to.  When  they 
insist  on  being  taken  to  a  certain  place,  parents  arc  very  apt 
to  fall  into  line.  So  it  pays  to  please  the  youngsters.  They 
can  bring  actual  business  to  a  store.  Furthermore.  Christ- 
mas  is  the  big  holiday  of  the  year.  It  actually  lasts  for  a 
day  only,  but  it  is  in  the  air  throughout  the  whole  of  Decem- 
ber. A  time  of  general  good  feeling,  certainly  it  is  worth 
decorating  for.     So   get   .ill   hands   together  and   fix    up   the 


fountain  to  suit  the  occasion.  It  wont  cost  much  and  the 
money  will  be  spent.  An  attractively  decorated  fountain  is 
a  good  business  investment.  A  notable  idea,  especially  in 
a  small  town,  will  sometimes  set  the  whole  town  to  talking, 
and  bring  everybody  in  to  see  the  fountain.  This  is  good 
advertising. 

For  Christmas  week  something  suitable  to  the  season 
should  be  featured.  A  store  that  has  actually  closed  its 
fountain  for  the  winter  can  come  to  the  front  Christmas 
week  with  renewed  life  and  added  profit  to  the  store  operat- 
ins  it. 


TAKING  XMAS  ORDERS  FOR  ICE  CREAM 

The  writer  was  recently  talking  to  a  druggist  in  one  of 
our  larger  cities  who  is  a  great  hustler  for  extra  business. 
He  has  up  a  placard  reading: 

ORDER  YOUR  ICE  CREAM  HERE 
FOR  YOUR  CHRISTMAS  DINNER 

And  below  that  he  has  a  long  list  of  flavors,  including  all 
sort  of  ice  cream  and  water  ices.  Last  year  this  man  book- 
ed more  than  200  orders  for  ice  cream  to  be  served  with  the 
Christmas  dinner,  and  he  says  he  will  do  better  this  year. 
From  his  placards  and  the  signs  of  activity  around  the  soda 
fountain,  one  would  think  he  had  a  big  ice  cream  plant. 
But  he  hasn't.  He  takes  the  orders  and  they  are  filled  bv  a 
local  ice  cream  factory.  The  druggist  makes  delivery  en 
quart  lots,  but  on  larger  lots  the  factory  makes  delivery 
direct.  This  is  good  ice  cream,  too.  with  a  local  reputation. 
The  factory  is  glad  to  have  the  druggist  take  orders,  and 
backs  him  up  in  every  possible  way. 

This  druggist,  when  he  started  out  some  years  ago,  had 
some  spare  time  on  his  hands,  and  he  immediately  started 
in  on  schemes  to  get  "more  business  from  the  same  people" 
as  he  expressed  it.  One  of  his  ideas  was  to  sell  bulk  ice 
cream  in  the  neighborhood,  and  he  has  been  very  successful 
at  it. 


24 


THE    RETAIL    DRUGGIST    OF    CANADA. 


December.  \')'2'2 


POINTS  on  SELLING  FOUNTAIN  PENS 

Practical  suggestions  for  salesmen  to  pass  on  to  purchasers. 


THERE  will  be  man)  thousands  of  fountain  pen,-  re- 
ceived bv  men  and  women  as  Christina-  gifts,  and  it 
i-  often  up  to  the  salesman  to  have  these  pens  make 
good  friends  with  their  owners.  It  is  safe  to  say,  judging 
"from  the  opinions  which  salesmen  hear,  that  many  owners 
of  fountain  pen-  do  not  know  how  to  use  them. 

A  man  will  wonder  why  his  self-filler  pen  does  not  carry 
ink  to  last  longer  than  jus!  to  the  point  where  it  cannot  be 
refilled  conveniently.  Likely  in  filling  it  he  has  let  the 
lever  that  controls  the  process  snap  back,  or  has  jerked  the 
point  out  of  the  ink  before  the  operation  is  finished.  The 
result  is  a  barrel  or  sack  only  half  filled.  This  operation 
should  be  performed  slowly. 

Causes   of   "Ink  Trouble" 

Then  there  is  that  most  common  of  all  fountain  pen 
troubles,  the  stoppage  of  the  flow  of  ink.  Sometimes  only 
pressure  and  repeated  strokes  will  start  the  ink.  Sometimes 
even  that  will  not  do  it.  There  are  various  causes  for 
that.  One  is  that  the  owner  has  the  habit  of  leaving  his 
pen  on  his  desk  with  the  cap  removed.  That  causes  the 
evaporation  with  resultant  sediment  under  the  point.  It 
dams  the  flow  of  the  ink.  Such  an  owner  wastes  half  of 
his  ink  -baking  the  pen  to  get  the  flow  started.  Another 
cause  for  this  trouble  is  the  habit  of  filling  the  pen  here. 
there  and  everywhere,  from  dirty  open  inkwells  in  post- 
offices,  from  the  bottles  of  nondescript  inks  in  hotels  and 
other  places.  Dust  and  poor  or  unadapted  inks  are  not 
good  for  the  health  of  fountain   pens. 

A  man  will  clean  his  car  often,  but  let  his  fountain  pen 
draw  compound  interest  of  sediment.  He  should  empty 
the  barrel  ever)  sixty  days  at  least,  no  matter  how  infre- 
quently- he  uses  it.  and  let  it  soak  while  he  sleeps,  using 
cool  water:  for  hot  water  is  likely  to  damage  the  rubber 
sack   that  contains  the  ink 

In  putting  on  the  cap  it  is  well  to  remember  that  if  the 
cap  -news  on  force  is  not  necessary.  Start  it  screwing 
on  only  after  the  cap  i-  in  alignment;  otherwise  the  threads 
may  be  broken  or  the  point  of  the  pen  be  damaged  by 
being  struck  against  the  side  of  the  cap. 

One's  fountain  pen  should  be  considered  about  as  per- 
sonal  as  a  toothbrush,  and  not  loaned.  If  children  get 
hold  of  it  they  likely  will  use  much  pressure  in  writing, 
and  that  will  injure  the  point.  Even  a  best  friend  who  will 
try  to  be  careful  in  using  the  loaned  pen  may  injure  it. 
The  owner  likes  his  pen  because  it  just  suits  his  style  of 
writing  and  his  manner  of  holding  the  pen.  The  friend  may 
write  differentlv.  He  may  hold  the  pen  at  a  different  angle 
— his  particular  angle — and  thus  put  the  point  in  a  wrong 
shape  for  the  owner,  and  but  little  writing  is  needed  to  do  it. 
too. 

Insurance  Against  Theft  and  Loss 

While  some  pens  are  stolen,  the  main  more  are  left  be- 
hind. A  census  of  those  who  have  walked  away  from 
parked  pen-  would  -how  quite  a  number  of  careless  own- 
ers. By  using  a  little  ingenuity  a  man  can  make  sure  that 
when  he  leaves  a  desk  in  a  hotel  writing  room  or  othei 
public  place  hi-  fountain  pen  will  go  with  him.  Hs  should 
fasten  the  clip  of  the  per,'-  cap  to  some  article  which  he 
i-  -ure  to  pick  up  before  he  leaves,  his  hat.  hi-  notebook,  the 
envelope  that  is  to  receive  the  letter  he  is  writing  or  some 
other  article  he  ha-  with  him  that  will   remind  him  in  time. 


1-  JEWELRY  PROFITABLE? 

Does  it  pa\  to  carry  jewelry  as  a  side-line?  Obviously 
the  answer  can't  be  set  down  offhand.  As  the  saying  goes, 
it  all  depends.  Thus  savs  a  writer  in  the  Bulletin  of  Phar- 
macy. 

It  ought  not  to  be  difficult,  though,  for  a  druggist  to  size 
up  the  situation  and  determine  in  advance  whether  he  can 
make  a  go  of  the  venture.  A  careful  weighing  of  all  the 
factors  first — that  is  the  thing. 

Broadly  speaking,  if  he  is  located  in  a  town  where  there 
is  no  regular  jeweler,  or  where  the  field  is  not  covered  to 
the  satisfaction  of  the  people,  and  if  he  has  the  time  to  de- 
vote to  the  added  line,  his  chances  of  success  are  pretty  good. 
The  business  must  come  to  him.  He  needn't  allow  his  lack 
of  technical  knowledge  to  stand  in  the  way.  either:  repair 
jobs  can  be  sent,  for  the  time  being,  to  some  near-by  firm 
that  specialize  in  this  work. 

A  little  later,  if  all  goes  well,  an  experienced  jeweler  is 
generally  taken  on — much  the  better  arrangement,  of  course, 
if  the  business  warrants  it  and  if  the  right  man  can  be 
secured. 

As  to  the  amount  and  kind  of  stock,  the  druggist  must 
fee  his  way  here.  He  must  keep  away  from  elaborate  pieces 
that  are  likelv  to  go  out  of  style.  That  goes  without  say- 
ing. Collar  buttons,  cuff  links,  bar  pins,  baby  pins,  low- 
priced  watches,  staple  articles  of  reliable  manufacture — 
these  items  move  readilv.  He  can  hardlv  make  a  mistake 
with  a  reasonable  stock  of  this  sort. 

The  public  is  fondof  jewelry.  It  buys  a  great  quantity 
everv  year.  And  in  a  general  way  the  druggist's  custom- 
ers outnumber  the  jeweler's  six  or  eight  to  one. 

A  display  of  jewelry  doesn't  look  out  of  place  in  a  drug 
-tore  nowadays  when  the  druggist  is  expected  to  carrv  a 
little  of  nearly  everything  under  the  sun.  It  would  seem 
that  if  conditions  are  favorable  and  the  line  is  handled 
properly  it  can  be  made  to  pay. 


A  GOOD  STATIONERY  WINDOW  DISPLAY 

The  old  familiar  guide  post  that  stands  along  the  country 
road  to  tell  the  stranger  which  way  to  go  was  used  recently 
as  the  basis  for  a  window  display  bv  a  dealer  in  Station- 
ery and  the  displa)    attracted  considerable  attention. 

\  guide  po-t  was  rigged  up  and  painted  white.  On  one 
of  the  cross-arms  at  the  top  the  word  Quality  was  painted, 
on  another  Economy,  on  another  \--ortment  and  on  the 
fourth  cross-arm  the  word  Service. 

This  then  formed  the  center  feature  of  the  trim  around 
which  was  grouped  the  display. 

In  the  center  of  the  window,  suspended  from  the  ceiling. 
was  a  large  sign,  worded  a-  follow-: 

A  Guide  to  Good  Stationery 

Si  RAICH  I      \HEAD    TO    BLANK'S 


\\  ouldn't  Stop   Her 

Burns  Keep  your  wife  supplied  with  a  box  of  candy 
ami  perhaps  -he  won't  nag  you. 

Baker— Cand)  wouldn't  stop  her.  That  woman  can  keep 
on  talking  with  mouth  full  of  hair  pins. 
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Concentrate  on 
Waterman's   for   Christmas 

OUR  Christmas  advertising  campaign  will  be  a  profitable  one  for  you — liberal  uie  of 
newspaper,  farm  journal  and  magazine  space  in  November — another  drive  in  December 
with  color  pages  in  the  magazines  and  large  spaces  in  newspapers  and  farm  journals 
all  suggesting  WATERMAN'S  IDEAL  FOUNTAIN  PEN  for  the  gift  list.  This  ad- 
vertising is  bound  to  create  a  big  demand  for 


tdeSL) 
FoutfftHirPen 


Stocks  should  be  carefully  checked  to  complete  an  assortment  that  will  include  styles  and  shapes 
to  fit  every  hand  and  purse.  Particular  care  should  be  given  to  the  question  of  points,  to  assure 
a  grading  of  fine,  medium  and  coarse  nibs  to  fit  every  characteristic  handwriting,  and  stubs  too 
should  be  considered.  Remember  there  is  a  particular  point  for  everybody,  with  no  two  hand- 
writings alike. 

This  will  be  a  WATERMAN  Christmas  for  every  dealer.  To  make  il  so  we  are,  in  addition 
to  the  broad  general  publicity,  getting  out  special  Christmas  folders,  imprinted  wih  dealer  s 
name  and  address,  store  cards  and  other  display  features  as  selling  aids. 

We  have  a  special  service  for  supplying  dealers  with  electrotypes  and  cuts  of  many  attractive 
advertisements  which  they  can  run  in  local  newspapers,  as  a  tie-up  with  our  dcminatirg  general 
advertising.  This  special  service,  with  electrotypes  and  cuts,  is  furnished  without  cost  to  any 
dealer  upon  request. 

No  article  in  any  stock  is  more  acceptable  or  appropriate  as  a  Christmas  gift  for  men,  women 
and  children,  than  WATERMAN'S  IDEAL  FOUNTAIN  PEN.  It  is  a  profitable  article 
for  you  to  feature. 

Dress  your  windows  and  decorate  your  store  wilh  the  handscme  display  material  which  we  will 
furnish — and  make  sure  your  stock  is  complete  before  the  rush  of  Christmas  gift  buying  begins. 

We  can  make  immediate  shipments  of  any  styles  and  sizes  required  to  complete  your  stock- 
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79  St.  JAMES  STREET 


MONTREAL 
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HOW  WE  MADE  MONEY  SELLING 

CAMERAS 


Breaking  into  the  game— Finishing  amateur  photos- 
Starting  a  repair  department. 

By  F.  Thedens 


IN  the  spring  of  1917  we  decided  that  something  must  he- 
done  to  make  this  sideline  pay  larger  profits.  Our  local 
photographer  had  always  taken  care  of  amateur  finishing 
work,  but  his  charges  were  higher  than  those  in  towns  a 
few  miles  distant,  and  this,  among  other  things,  made  such 
an  arrangement  very  unsatisfactory.  He  w.as  slack  in  tak- 
ing care  of  the  work,  too,  and  we  noticed  that  most  of  the 
iincrs  of  our  store  were  sending  their  work  away. 

Which,  of  course,  encouraged  them  to  buy  their  supplies 
aw  a)    also. 

We  derided  to  hold  a  friendly  conference  with  our  photo- 
grapher, to  see  if  we  couldn't  influence  him  to  Lower  his 
prices.  He  .argued  that  it  would  be  detrimental  to  his  pro- 
fessional standing  to  work  al  reduced  rates;  furthermore. 
that  the  small  amount  of  work  of  this  kind  that  I  had 
wouldn't  pav,  anyhow. 

A  little  later  we  approached  him  again  on  the  subject. 
In  the  meantime  we  had  employed  a  new  drug  clerk,  one 
who  had  previously  been  engaged,  to  some  extent,  in  photo- 
grapl  -  We  suggested  that  our  new  man  take  charge  oi 
the  finishing  work  at  prices  which  compared  favorably  with 
our  out-of-town  competitors. 

The  photographer  said  he  had  no  objection  whatever;  he 

would  help  us  all  he  could  by  sending  amateur  finishing 

lers  our  way.     He  intended  to  be  gone  much   of  the 

time  during  the  summer,  so  what  happened  wouldn't   make 

any  particular  difference  to  him. 

Having  a  clear  field  now.  we  shaped  up  a  little  price  list 
which  we  had  printed. 

We  advertised  in  our  local  paper  also,  calling  attention 
to  the  fact  that  we  would  clean  up  and  put  cameras  in 
first-class  condition,  if  they  were  brought  to  our  store. 
Then,  a  little  later,  we  announced  that  we  would  install  a 
finishing  department. 

Results  were  very  gratifying.  We  commenced  to  get  the 
business  right  away.  People  brought  cameras  to  us:  we 
fixed  them,  if  we  could,  and  thus  got  their  trade.  Others 
came  to  us  for  advice  on  how  to  handle  machines,  and  were 
enlightened  bv  our  new  clerk,  who  was  competent  to  tell 
them  what  they  wanted  to  know. 

Not  only  has  our  finishing  department  paid  a  good  pro- 
fit, but  it  has  been  a  benefit  by  reason  of  the  fact  that  many 
more  films  have  been  sold  and  sales  of  other  supplies  have 
increased  also.  Without  question,  our  finishing  department 
is  what  helped  increase  our  business  in  the  camera  line. 


GETTING  PUBLIC  ATTENTION 
By  R.  B.  Stanley 

I  can  trace  two-thirds  of  my  camera  sales  right  straight 
to  a  certain  special  way  of  getting  the  public's  attention. 

By  mixing  a  little  pei -mialitv  with  a  very  small  amount 
of  salesmanship  I  find  that  I  can  get  the  best  results.  So, 
on   Sunday    evening    (on    this    evening    more    than    on    any 


other)  I  go  out  and  take  snap-shots  of  anything  that  I  find 
of  interest.  I  have  the  films  developed  and  then  place  them 
on  a  show-case  in  the  store. 

You  can't  imagine  how  much  interest  ibis  sort  of  thing 
will  create,  unless  you  have  tried  it.  People  will  pick  up  a 
picture  and  ask  who  look  it.  Then  they  will  want  to  know 
with  what  kind  of  a  camera. 

Right  there  is  where  I  get  busy.  I  show  how  easy  it 
really  is  to  take  pictures. 

I  can  recall  that  on  one  occasion  we  displayed  a  nice 
bunch  of  views  taken  during  a  storm.  They  were  extremely 
interesting,  it  didn't  lake  long  to  get  them,  and  they  resulted 
in  the  sale  of  four  cameras.  Again,  on  another  occasion, 
we  had  four  or  five  pictures  showing  a  pair  of  hunting  dogs 
on  point.  These  were  particularly  striking  and  I  know 
positively  that   they  sold  one  camera. 

Take  local  views,  show  them,  and  then  make  sales. 


INCREASING  CAMERA  SALES 
By  E.  C.  Arehar't 

When  I  purchased  my  store  I  concluded  that  the  camera 
field  was  a  very  fertile  one.  and  I  decided  to  at  leasl  sell 
more  machines  than  my  predecessor  had  sold.  According 
to  invoices  on  record,  he  had  disposed  of  something  like 
ten  during  the  year,  together  with  a  small  amount  of  films 
and  a  relatively  small  amount  of  developing  chemicals,  etc. 

I  secured  the  agency  for  a  well-known  line,  one  that  is 
nationally  advertised,  and  I  received  a  supply  of  catalogues, 
window  display  material  and  so  on  from  the  manufacturers. 
!  advertised  in  our  local  paper  and  I  mailed  catalogues  to 
a  few  prospects,  the  names  of  which  had  been  supplied  by 
the  former  proprietor. 

The  results  were  somewhat  disheartening.  We  didn't 
sell    a   camera. 

But  we  didn't  give  up.  We  talked  cameras  to  each  likely 
prospect  that  entered  the  store;  and  in  the  meantime  we 
didn't    stop    advertising. 

Gradually  we  made  a  litlle  headway.  As  we  made  a  sale 
now  and  then  we  would  ask  the  purchaser  if  he  knew  of 
any  one  else  who  might  be  interested  in  cameras.  Nine 
times  out  of  ten  he  would  come  over  with  the  name  of  a 
friend  whom  we  might  approach. 

These  leads  we  followed  up,  and  we  used  for  this  pur- 
pose a  short  letter.  We  6tated  that  we  were  sending  an  ex- 
pensive catalogue  and  felt  sure  that  the  recipient  would  be 
pleased  to  look  it  over.      And  we  talked  quality,  not  price. 

We  found  that  catalogues  would  bring  better  results  when 
mailed  to  a  prospect  than  when  supplied  to  him  any  other 

W  ,i\  . 

Our  town  is  small — scarcely  mi  the  map.  in  fact — and  we 
naturally  have  to  depend  on  the  rural  trade.  Sometimes 
we  drove  out  into  the  countrty,  and  on  these  trips  we  found 
thai    it   always   interest,  a   farmer  to   have   a   picture  of   his 
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building,  his  stock,  his  family,  or  hii-  tractor  taken.  Young 
people  are  always  enthusiastic.  We  have  traced  many  sales 
directly  to  the  fact  that  we  have  taken  pictures  on  the 
premises. 

Our  business  began  to  show  a  real  growth — that  is.  sales 
of  cameras.  But  chemicals,  papers,  etc.,  were  very  slow. 
We  decided  to  try  to  teach  our  cutomers  to  develop  and 
print  their  own  films  rather  than  send  them  to  the  cities 
for  developing. 

Accordingly  we  mailed  to  each  camera-owner  a  type- 
written letter,  calling  attention  to  the  advantages  of  owning 
a  developing  outfit.  We  used  special  advertising  in  our 
local  paper  at  this  time,  too. 

It  wasn't  long  before  we  began  to  sell  tanks,  powder, 
hypo,  post-cards,  papers,  trays,  thermometers,  stirring  rods, 
graduates,  library  paste,  etc.  And  our  film  business  devel- 
oped right  along,  too.  And  then  followed  albums  of 
different  kinds  and  at  different  prices. 

In  looking  over  our  invoices  we  find  that  we  have  sold 
eighty-five  cameras  during  the  past  year. 


INCREASING  CAMERA  SALES 

One  way  that  a  druggist  who  sells  a  lot  of  cameras  makes 
his  deal.?  is  to  offer  a  nominal  sum  for  old  cameras  taken  in 
exchange.  When  he  gets  the  old  machines,  most  of  which 
are  box  cameras,  he  lets  them  make  business  for  his  sup- 
plies. He  rents  them  out  to  those  who  buy  their  supplies 
from  him.  A  small  deposit  is  required  from  strangers. 
He  runs  a  standing  advertisement  in  the  exchange  column 
of  the  local  want  ad  pages,  and  in  his  window  he  main- 
tains a  display  of  cameras,  together  with  a  card  announcing 
the  rental  service. 


FROST  ON  THE  WINDOWS 

How  to  keep  frost  off  show  windows  during  the  winter 
months  is  a  problem  which  has  received  a  great  deal  of 
attention.  There  seems  to  be  but  one  sure  way  to  ac- 
complish this  result,  and  that  is  to  have  the  windows  pro- 
perly constructed.  The  display  place  must  be  boxed  in; 
there  must  be  a  partition  extending  from  the  back  of  the 
display  place  to  the  ceiling. 

In  no  other  way.  it  seems,  can  the  atmosphere  in  the 
window  be  kept  at  such  temperature  that  frost  will  not 
appear  on  the  glass.  And  often,  after  the  partition  has  been 
up,  it  is  necessary  that  a  system  of  ventilation  be  provided 
for. 

The  accumulation  of  ice  on  the  glass,  either  inside  or 
out,  caused  bv  the  condensation  of  vapor — which  is  but 
another  wav  of  saying  that  the  temperature  of  the  atmos- 
phere coming  immediately  in  contact  with  the  glass  be- 
comes chilled  to  the  freezing  point.  First  there  is  vapor, 
then  comes  condensation  and  freezing. 

Sometimes  it  is  possible  to  avoid  the  difficulty  to  a  de- 
gree if  holes  are  bored  in  the  casing  in  such  a  manner  that 
outside  air  is  permitted  to  find  its  way  in,  this  having  a 
tendency  to  keep  the  temperature  inside  more  on  a  par  with 
that  outside.  This  has  not  been  found  entirely  satisfac- 
tory in  all  cases,  however. 

No  "medicine"  has  ever  been  devised  which,  applied  to 
the  glass,  will  prevent  freezing.  Solutions  of  alcohol  and 
of  glycerin  are  often  used,  but  only  temporary  benefit  may 
be  expected. 

Keeping  the  windows  fit  in  this  respect  is,  therefore,  more 
a  job  for  an  architect  than  for  a  chemist. 
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PHOTOGRAPHIC 

PAPERS 

Bromide.  Bromide  de  Luxe,  Slogas  (Gaslight)  Enilone  (Self-toning)  and  P.O.  P. 
Post  Cards  in  all  grades.  Thomas  Illingwoi  th  &  Co.,  Limited,  London. 
I llingwor th's  are  tht  Paper  People. 


AGENTS  FOR  CANADA,  THE 


National  Drug  and  Chemical  Company  of  Canada,  Limited 

34  St.   Gabriel  Street,  Montreal 


£ >6     WATK1NS 


Special  patterns 
or  Studio,  Indoor 
(Cinematograph  Colour  Plate 


STOCKED  BY  STORES 

WATKINS  METER  CO. 


% 


HEREFORD,  ENGLAND 


Photographic 
Supplies 


The  Retail  Drug  trade  is  the 
legitimate  outlet  for  the  sale  of 
photographic  goods.  Tell  them 
about  your  lines  on  this  page. 

Rates  on  request 


Gaslight  and  Bromide 

ETOR    Amateur   and    Professional  Use,  Rajar 

Papers  have  earned  a  world-wide  reputation 

for  ease  of  manipulation  and  unfailing  uniformity. 


Amalgamated  Photographic  Manufacturers,  Ltd. 
3  Soho  Square,  London,  W.I  England 
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E.  E.  Pine  has  sold  his  branch  drug  store  at  Fort  William 
to  P.  O'Rourke. 

Laboratoirc  Martin,  manufacturers  of  patent  medicines  at 
Montreal,  has  been  incorporated. 

Sterling  Products  Co.,  makers  of  perfumes,  has  been  reg- 
istered at  Montreal. 

Arthur  G.  Golightly  has  become  a  partner  with  W.  W. 
Stephen  in  the  Red  Star  Pharmacy  at  Carroll  and  Cordova 
streets,  Vancouver. 

The  Mistura  Club  of  Vancouver  formed  "for  a  better 
mixture  of  drug  clerks  and  their  bosses,"  held  a  dance  in 
that  city  on  November  15. 

A.  E.  Fawcett.  a  New  Westminster,  B.C.,  druggist,  has 
opened  up  a  drug  store  at  Marpole,  B.C. 

The  drug  business  of  the  late  Ernest  Shoff  at  Vancouver 
is  now  under  the  management  of  Owen  P.  Harrison. 

Chas.  H.  Haughland  has  removed  his  drug  store  from 
5989  Fraser  street  Vancouver,  one  block  south  to  Fraser 
and  Forty-seventh  avenue. 

Forrest  W.  Walker  has  purchased  the  Herod  drug  busi- 
ness a!  Fourth  avenue  and  Bayswater  street,  Vancouver. 

Cvrus  H.  Bowes,  wbose  drug  store  at  Victoria.  B.C.,  was 
destroyed  by  fire  last  May,  has  opened  in  a  new  location- 
next  his  old  one — on  Government  street. 

Thomas  Shotbolt,  Limited,  has  been  incorporated  at  \  ic- 
toria  to  take  over  the  Shotbolt  drug  business  there.  Geo. 
Chadwick  is  manager:  Jos.  H.  Emery,  secretary,  and  W.  R. 
Shotbolt.   treasurer. 

Service  Drug  Stores.  Ltd..  have  been  incorporated  at 
Toronto  with  a  capital  of  S40.000.  The  provisional  direc- 
tors are  Demetrins  Mallin,  John  So  Isbister.  Solomon 
Steiner,  Lillian  Paperniek  and  Rose  Sacrob- 

Ausonville  Pharmacv,  Ltd.,  has  been  incorporated  by 
Demetrins  Mallin.  Frank  Findlav,  Max  Levine.  Rose  Sacrob 
and  Arthur  Singer,  with  a  capital  of  S40.000.  to  conduct 
a  drug  business  at  Ausonville.  Ont. 

George  Jones  has  sold  the  southwest  corner  of  Bloor  and 
Bathurst  sts..  the  southwest  corner  of  Bloor  and  Dover- 
court  road,  and  the  southeast  corner  of  Bloor  and  Lans- 
downe  ave.  to  Robert  Ferrah.  druggist,  at  Blonr  and  Bath- 
urst. at  a  price  in  the  neighborhood  of  SI  50.000.  The 
properties  consist  of  three  stores,  two  with  apartments,  and 
each  on  a  lot  25  by  100  feet.     The  deal  is  an  investment- 

Geo.  McCullough.  late  of  Brandon.  Man.,  has  bought 
Tavlor's  Pharmacy  at  Queen  and  Dowling  avenue.  Toronto, 
and  has  enlarged  and  improved  it.  making  the  store  one  of 
the  mosl  modern  pharmacies  in  that  city. 

McKelvev  iV  \nderson  have  succeeded  McLean  &  Suth- 
erland at  Church  and  Welleslev  streets.  Toronto. 

Tamblyn  Ltd.,  have  opened  two  new  drug  stores  in  Tor- 
onto,  one  at  Yonge  and  Erskine;  the  other  at  Danforth  and 
Monarch  Park  avenui  - 

Retail    druggisJI    of   1  i,   Calgary,    Lethbridge   and 

Medicine   Hat    arr    relieved    of    the   selling    of    liquor,    pro- 
vincial Governmenl  dispensaries  in  those  cities  now  filling 

ill   such  prescriptions. 


changes  were  authorized  in  the  entrance  requirements  from 
students  to  the  college.  Hitherto  students,  to  en:er 
college,  were  required  to  pass  on  seven  subjects  of  mat- 
riculation. Beginning  in  June,  1924,  tney  will  be  required 
to  pass  junior  matriculation,  and  must  also  pass  on  science, 
French   and  Latin. 

L  ruggists'  fees,  paid  annually  have  been  raised  from 
S3  to  S4.  Two  dollars  of  this  amount  will  go  to  the  Can- 
adian Pharmaceutical  Association,  instead  of  50  cents,  as 
heretofore. 

The  committee  on  by-laws  reported  that:  ''Recognizing 
the  acute  condition  in  pharmacy  created  by  the  multiplicity 
of  laws  and  regulations  now  in  existence,  the  attitude  of 
the  Department  of  Health  in  the  administration  of  such, 
and  the  issiie  of  orders-in-council  incorporating  provision? 
of  a  drastic  nature,  working  injustice  to  the  profession  and 
circumscribing  the  operation  of  legitimate  pharmacy,  (there- 
fore the  committee  favored  a  vigorous  protest  against  the 
issue  of  any  such  orders-in-council  and  regulations  in- 
fluencing or  regulating  the  operation  of  pharmacy,  until 
such  orders-in-council  or  regulations  shall  have  been  con- 
sidered bv  representatives  of  pharmacv  in  conjunction  with 
the  department: 

"Recognizing  that  until  such  regulations  and  orders  in- 
council  shall  have  been  revised  and  co-ordinated  to  elimin- 
ate overlapping  in  the  administration  of  the  various  depart- 
ments, as  well  as  removing  injunctions  imposed  on  phar- 
macv, it  is  urged  that  the  inspectors  of  the  department  be- 
restrained  from  entering  action  against  alleged  violators 
emploved  in  the  operation  of  legitimate  pharmacy." 

Official  recognition  was  given  to  the  Canadian  Formulary 
by  the  Government,  the  council  learned-  If  It  was  decided 
not  to  establish  a  department  of  Research,  as,  apparently, 
there  was  no  call  for  it  at  the  present  time,  |[  Reciprocal 
registration  with  Saskatchewan  was  recommended  in  com- 
mitter reports  at  the  same  time  providing  for  the  proper 
s-urveilance  of  all  the  circumstances  determining  recognition 
of  standing,  in  order  that  the  status  of  pharmacy  may  be 
adequately  safeguarded.  The  reports  say  that  "it  will, 
therefore,  seem  a  wise  provision  on  the  part  of  both  gov- 
erning bodies  to  retain  final  control  of  any  application 
deemed  undeserving  of  registered  recognition." 


HANDY  TABLE  OF  MARK  UP 

Vctu  il   Per  Ont.  Profit 

1     -    i.f  doing  busin  G I-  marked  above  cost 

25',      331-33    \0%  50% 

r>'  I    on   gross  sales 5         10  13  18 

16 I  9  12  17 

17 3  8  11  16 

III', 2  7  10  15 

L9        -       "        ""   1  6  9  14 

0  5  8  13 


ifUNIOR  MATRIC  NECESSARY  TO  ENTER  O.  C.  P. 

Tne  semi-annual  meeting  of  the  Ontario  College  of  Pha, 
itiacy  was  held  in  the  hoard  room  of  the  college  at  Torontu 
on  Thursday    and   Friday,   Nov-23  and  21.  at   which   some 


50ME  THRILLER 

Bert  Menzie  —  "Do  you  play  football?" 

Bill  White  — "No  but  I  do  love  the  thrill  of  a  hard 

name  of  dominoes." 
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GOODS  ALWAYS  IN  DEMAND 

All  British  Manufacture         Are  You  Stocked  ? 


TRY  IT  IN  YOUR  BATH 

SCRUBB'S  cioudy  AMMONIA 

MARVELLOUS  PREPARATION 
Invaluable  for  Toilet  and  Domestic  Purposes. 

Salts  AeenuforCanada :—  Harold  F.  Ritchie  and  Co.,  Ltd.,  10  McCaul  St.,  Toronto 


THE  LION  LEADS 

NO  LANCING  OR  CUTTING  WITH 

Burgess' Lion  Ointment 

A  CONTINUOUS  RECORD  OF  SUCCESS 
Stocked  by  the  leading  Wholesale  Homes.  The  Proprietary  or  Pat.nl  Medicine  Act  No.  600 


TRADE  MARK  Reg'd. 
EitabliaheJ  1847 


SEND  YOUR  WANT  ADS  TO 

THE  RETAIL  DRUGGIST 
ATKINSON  &  BARKER'S 

INFANTS'  PRESERVATIVE 

The  Mother'*  Beit  Friend  for  over  a  Century. 
R.  BARKER  &  SON,  Ltd.,  Wesley  St.,  C-on-M.,  Manchester,  Eng. 


ST  OUT 
PEOPLE 
DEMAND 
ANTIPON 


The  World's  Most  Popular  Remedy  for  Obesity 

Should  be  stocked  by  all  up-to-daie  druggist!  and  stores.  From 
all  the  leading  wholesale  houses,  including  The  National  Drug 
&  Chemical  Co. 
of  Canada.  The 
T.  Eaton  Co., 
Limited.  Lyman 
Bros.  &  Co.. 
Limited,  and 

Sharland&Co. 

Eldon,   Street  London,  England 


FOR 

COUGHS 

FOR 

COLDS 


GUARANTEED  ACETIC   ACID 

SPINAL  SYSTEM  OF  TREATMENT 

A     sa Ee,    simple    and    efficient     External     Remedy    for    Nerve    complaints, 
Grout,    Rheumatism,   Throat   and   Chesl   complaints,   Spinal,   Stomach,   Liver 
and   ;iH   acute  and  Chronic  Diseases. 
Stocked   by  all   Wholesale  and  Retail   Houses   in   large  and   small  bottles. 

Manual"    l  '-.     ''Handbook    for    Mothers"    4d. 
"The    Practical    Guide"    containing    instructions    free    from 

F.  COUTTS  &  SONS.  6  Gt.  Eastern  St.  LONDON,  ENGLAND 


Clarke's 

Blood 

Mixture 

"  Everybody's  Blood  Purifier. ' 


In  Greater  Demand  than  Ever 

BECAUSE  ol  its  great  merit  in  the  treatment  of 
Bad  Legs,  Abscesses,  Ulcers,  Glandular  Swellings, 
Piles,  Eczema,  Boils,  Pmples,  Sores  and  Eruptions, 
and  BECAUSE  it  >s  regularly  advertised  in  Can- 
ada. Clarke's  Blood  Mixture,  the  famous  Blood  Purifier,  is 
,o-day  in  greater  demand  than  ever.  Over  50  year*  success 
Slocked  by  all  principal  wholesaUrt 


TRUSSES 

For  All  Markets 

We  make  every  kind  of  Truss,  both  English 
and  American  pattern,  in  a  variety  of  styles  and 
qualities,  and  shall  be  glad  to  submit  drawings 
and  prices. 

PRICE  LISTS 

ELLIS,  SON  &  PARAMORE,  Spring  St.   Works,  Sheffield  Eng. 

SHADEINE 

FOR  COLORING  GREY  HAIR 

This  popular  article  is  largely  advertised 
and   stocked    by    mil    Wholesale    Houses 

Lyman  Bros.  Co.,  Ltd.,  71  Front  St.  E..  Toronto 

Parke  Sc  Parke,  Ltd.  Hamilton,  Ontario 

The  Shadeine  Co.,  58  Westbourne  Grove, 

London,  W.,  England 


FENNINGS'  FEVER  MIXTURE 

as  used  throughout  Great  Britain  and 
Colonies  for  over  fifty  yean 

Wholesale  Agenti— SNIDER  &  BOSSONS,  WINNIPEG 


73k?  Evan  Williams 


"A  I  ways    in    Great"  Demand" 
Canadian   Agents 
Messrs  Palmers.  11°  too  La  tour  Street.  Montreal 


ORieiNAt 


SHAMPOO 


Dr.  STEDMAN'S  TEETHING  POWDERS 

for  Children 

Dr.  STEDMAN'S  WORM  POWDERS 

for  Children  and  Adults 

From  all  the  Leading  Wholesale  Houses 
Depot:   125  New  North  Road,    London,    N.  1.  England 


<< 


SPUN"   OINTMENTS 

THE  LARGEST  SALE  IN  THE  WORLD 
We  pack  everything  necessary  to  a   chemist's  Business. 
Write  for  our  illustrated  Catalogue. 

Robert  Blackie,  Shen  Work's  Tower  Bridge  Rd.,  London,  Eng. 


SECCOTINE 

THE     BEST     GENERAL     ADHESIVE     THE 
WORLD    KNOWS.        IT    SELLS    ON    SIGHT. 


FIRMAS 


A   liquid   preparation   to   be  used 
for  cementing    articles    of   Glass, 
iREGD.)  China,  or  Delph  required  to  hold 

hot  or  cold  water— a  marvellous  product 

/XStfltD  BY  ItCAW.  STErESSOS  ,t   ORB.   LTD..  BELFAST.  IRFLASK  

s*  ,.     1    MENZIES   &   COMPANY,   LIMITED. 


iStnti        I     439.   KING   STREET  WBST 


TORONTO 


30 


THE   RETAIL   DRUGGIST    OF   CANADA 


December.  1922 


Current  Prices  on  Drugs  and  Chemicals 

The  prices  presented  here  represent  average  Toronto  prices  for  the  usual  quantities  purchased 
by  retail  dealers.       Owing  to  the  unsettled  conditions  these  quotations  are  liable  to  change. 


Acetanilil,   lb $  .60 

Acetone,   pure,  lb 95 

Acid,   Acetic,   B.P.,   lb 22 

Acetic,      99  '  j    p.c,   lb 55 

Arsenious  ( Arsenic ) ,  lb .  . 2o 
Arsenious  (pure),  oz.  .  .  .10 
Arsenious  (red  lump),  oz.  .05 
Benzoic,  from  Gum,  oz.  1.10 
Benzoic,    from   Toluol,    oz.         .20 

Boracic    Crystals,    lb. 21 

Boracic,   pulv.,    lb 'Jl 

Butyric,     oz 25 

Cacodylic,    5    gr.    bot.    ea.         .30 

Camphoric,    oz 90 

Carbolic,     1    lb.    bots 40 

Carbolic,  5  lb.  tins  lb.  .  .  32 
Carbolic,  10  lb,  tins  lb...  31 
Carbolic,    crude.    Com'l., 

£ai       80 

Chromic,     pure     Cryst.     oz.      .  25 

Crysophanic,    oz 35 

Cinnamic,    oz 80 

Citric,    lb 80 

I'l in  rie,  1  lb.  bots.,  each  1.50 
Fluoric,  %  lb.  bots.,  each  .88 
Fluoric,    Vx   lb.  bots.,  each        .56 

Fluoric,     oz 40 

Gallic,   oz 15 

Glycerine,  phosphoric,   oz.         .65 

Hydrindic,    oz 45 

Hydrobromfc.    lb 5o 

Hypophosphorus,   10  p.c, 

oz.      15 

Lactic,    concentrated,    oz.  .20 

Mallic,    oz 1.20 

Meconic,    oz 4.25 

Molybdic,    pure,    oz .*0 

Monochlor,    acetic,    oz 45 

Muriatic,    comvi,    lb 08 

Muriatic,  C.P.,  lb 28 

Nitric,    com'l,    lb It* 

Oleic,    pure,    oz 45 

Osmic,    1   gramme  tu..   ea.      5.10 

Oxalic,    lb 25 

Oxalic,  pulv.,  lb 40 

Perchloric,    oz 25 

Phosphoric,   concent,    1500 

lb 75 

Phosphoric,   dil.,   lb 30 

Phosphoric,  glacial,  oz..  .  .25 
Phosphoric,  syrupy,  1750. 

lb 58 

Proligenous,    lb 15 

Prussic.  g.s..  bots.,  doz...  3.00 
Pyrogalic,     Marck's,     oz.  .  .      .35 

Salicylic,  natural,  oz 60 

Salicylic,   natural,  oz.    .  .  .       1.00 

Succinic,     oz 2.00 

Sulphanilic,    oz 50 

Stilnh..     Aromat,     lb 1.10 

Sulphocarbolic,   oz 35 

Sulph.,    com'l.,    lb 12 

Sulph.,    C.P.,    lb 25 

Sulphurous,   lb .20 

Stearic,  lb 60 

Tannic,   lb 1.25 

Tartaric,    chys.,   lb 45 

Tartaric,    pulv 45 

Trichloracetic,    oz 45 

Uric,    oz 1  .50 

Valerianic,     oz 1.70 

Aeon  it  in  e,    pure  nmorpb,   gr.         .20 

Adeps    Lanae,    hydrous,    lb 45 

Airol,     oz 7.-, 

Albumen,    from   egg,    oz 35 

Albumen,    from    blood,    oz 35 

Alcohol,    gallon 19.50 

'  '■■  <'"te,     lb .j.fiD 

Amyllic,    C.P..    lb 3.00 

Columbian,     spt.,    gal.     .  .      3.50 

Methylated,     gal 1.60 

Wood,    gal 1  .no 

Aldehyde,    oz .10 

Alkanniii,    oz 1.50 

A'monds.    bitter,    ,b 00 

Almond     Meat,     lb 70 

Aloin,    oz 20 

Alum,    lb 10 

Chrome,     lb 50 

Pulv.,    lb 10 

Aluminium,    coarse    powder 

oz..  . 15 

*<■■'■>'(.       oz .  15 


Aluminium,    Acetotartrate, 

oz $0.25 

Bromide,    oz .50 

Chloride,   pure,  oz 15 

Metal,     oz 25 

N».i'ate,    pure,    oz 15 

Sulphate,     pure,   oz 15 

UiiQinol,     oz .75 

Alypin,    }£    oz.,    bot.,    each..      1.50 

Amidol,    oz 1.00 

Ammonal,     oz 1.65 

Ammonal,    tablets,    oz 1.65 

Ammonium    Acetate,    oz.     .  .         .15 

Benzoate,  oz 21 

Bichromate,    oz 20 

Borate,    oz 20 

Bicarbonate,    oz 15 

bromide,     ib 55 

Carbonate,    lb 20 

Carbonate   C.P..   Howard's, 

lb 1.00 

Carbonate   C.P.,    Merck's, 

lb 60 

Carbonate,    powd.      lb.     .  .         .21 

Fluoride,   oz 15 

Glycerophosphate,     oz.      .         .50 
Hypophosphite,    oz.     .  .  ...         .30 

Iodide,    oz 55 

Liouor,     fort.,     lb 18 

Molybdate,    oz 35 

Muriate,     lump,    lb 25 

Gran 15 

Nifrate,    com'l,    lb 35 

Nitrate,    C.P.,    oz 15 

Oxalate,    oz 15 

Persulphate,    oz 20 

Phosphate,    pure,    cz 15 

Salicylate,     oz. 30 

Succinate,    oz 70 

Sulphate,     com'l,     lb.     .  .         .15 

Sulphate,   pure,  oz .10 

Sulphide,  pure,  cryst.,  oz.         .90 

Sulphite,    oz 30 

Sulphocyanide,     oz 20 

Tartrate,    neutral,    01.     .  .        .20 

Valerianate,    oz 75 

Amyl,   Acetate.   Oxide,   oz...         .15 

Butyrate,   oz 35 

Formate,     oz 25 

Nitrate,      oz 70 

Nitrite,    oz.     50 

Valerianic,    oz .70 

Anaesthesin,   25   grm.  pgks , 

each    3.85 

Amylene,    Hydrate,    oz.     ...      1.35 

Anethol,     oz ,55 

Aniline,    pure,    oz 15 

Anisol,    oz 50 

Antikamnia,    oz 1.80 

Vest   pocket,   box,   doz 3.15 

Antimony,    metal,    ox 10 

Pulv.,     pure,     oz 10 

Arsenate,     oz .30 

Chloride,     oz 45 

Liver   (crocus)     lb 70 

Oxide,  White    (Acid  Anti- 
monies   oz 75 

Tart.    Pnlv.,    (Tartar 

Emetic),    lb 70 

Antinosin,    oz 2.25 

Antipyrine,    Salicylate,    oz..      1.50 
Antitoxine.    Neuralgic,    oz.    .       1.30 

Apiol,     green,     oz 25 

Apncodeine,    Hydrochlor, 

1    gr.    bots.    each 25 

Apolysine.    oz .90 

Apomnrphia.    Muriate,    oz. .  .    55   no 

Arbutin.    Crystals,    oz 1 .  f>'» 

\  I  "''.'      Nuts,     ii>. .  .  . ■_>,-, 

Nuts,    pulv.,    11, 30 

Arecoline.    Hydrobrom.     1 5 

gr.   bntfc..    en<*h 130 

Argentnmine.    oz .60 

Argentnm,   crede    (Col- 

Inr^ohim),    oz 4. 00 

Argonine,    oz tgg 

Argyrol,    oz 2.35 

Aristol,    (substitute),   oj.    ..      2.25 
Arrowroot,     Bermuda,     lb..  .      1.00 

St.   Vincent,   lb 20 

Arsenic,    metal,    oz 30 

Bromide,    nz 50 

Chloride,    oz 50 

Todide.     oz .75 

Sulphide,   Red    (Realgar\ 

nz .  I  " 

^  •iT'tol.      07  .25 


Ashes,   pearl,  lb $    .60 

Pot.,    lb 15 

Asphaltum,   lb .10 

Atropia,    pure,    15   gr.    bots., 

each 2.00 

Sulphate,    Vi-oz.  bots., 

per    oz 8.25 

Balsam,    Canada,   lb 1.50 

Copaiba,    Amer.,    lb 80 

Copaiba,  English,  lb 1.75 

Peru,    oz 35 

Tolu,    oz. .        15 

Bark,    Ash,    prickly,    lb 25 

Bark,    Angustura,   lb 1.10 

Bayberry,    lb 90 

Canella,    lb 26 

Cascara,    lb 25 

Cascarilla,    lb 1.35 

Cherry,   black,   lb 30 

Cotton   Root,    lb 20 

Condurango,   lb 60 

Elm.     lb 90 

Hemlock,    lb 15 

Mezereon,     lb 50 

Peruvian,    Red,    lb «5 

Peruvian,    yellow,    lb 65 

Pomegranate,    lb 55 

Poplar,     lb.      30 

Sassafras,    lb 50 

Soap,    lb 25 

Tamarac.     lb 35 

VVahoo,     lb 1.15 

Witch    Hazel     15 

White    Pine,    'b 18 

Barium,   Acetate,  os 20 

Bromide,    oz 40 

Carbonate,    pure,    lb 60 

Chlorate,  oz 20 

Chloride,  com'l.,  lb 25 

Chloride,    pure,    lb 70 

Metal,   2   c.c.   tubes,   each        7.00 

Nitrate,    oz 20 

Oxide,  Hydrate,  com'l., 

01 10 

Peroxide,    Anhydrous, 

pure,    oz      10 

Peroxide,    com'l.,    lb.    ...      1.00 

Phosphate,     oz 20 

Sulph.,    Precip.,    oz 10 

Sulphide,    pure,    oz .15 

Beans,    Calabar,    oz 15 

Tonquin,    oz 25 

Vanilla,    Mexican,    oz.    .  .         .60 
Vanilla,    bourbon,    oz.    .  .         .40 

Berberine,    Muriate,    oz 2.80  . 

Berberine,    Sulph.,    oz 3.10 

Benzole,     lb 20 

Benzoinal,   lb 2.85 

Benzosal,     oz 1 .  80 

Benzyl,    Chloride,    com.,    oz.         .50 
Berries,    Buekthorn,   lb.    ...       1.00 

Coculus,    Tndicus,    lb 75 

Cubebs,    lb 2.00 

French,    lb 20 

Juniper,    lb 15 

Laurel,    lb 20 

Prickly    Ash,    lb 30 

Poke,     lb 65 

Saw    Palmetto,    Ib 40 

Betol,     oz 70 

Bismuth,     Ammon.,     Citrate, 

oz 75 

Benzoate,   oz .85 

Betananthol,    oz 35 

Carb.,  lb 4.25 

Citrate,     oz 40 

Todide     G^ 

Liquor,    lb 8n 

Metal,    oz 35 

Nitrate.    Crystals,   oz 30 

Ovnlate.     oz 40 

Oxide.    07,     35 

Oxychlnride,     oz 30 

Phosphate,    oz .45 

Salicylate,  07 32 

Snbg.illate.    oz 30 

Subiodide.    oz .  fifl 

Subnitrate,    lb 3.75 

Tribromphenol, 

fXereforml       75 

Valerianate,    oz .45 

Bole.     Armenia,     lb 25 

Borax.    C.P-.    Cryst.,    lb.    ..         .  :ifl 

P.P..     pulv.,     lb 30 

Cryst.,    lb 15 

Pulv.,    lb 15 

Oln«s.     lb .40 

Rnrofflvrerine.    oz $0.15 


Bromine,     oz 20 

C.P.,     oz 60 

Chloride,    oz 50 

Bromipin,     *4    lb.,    lb 4.30 

Tablets,    box    of    25    each         .65 

Bromoforui,    oz 25 

Bromural,    oz 3.15 

B  roomtops,     lb 50 

Cadmium,    oz 25 

Bromide,     oz .20 

Chloride,   oz 25 

Iodide,      oz 55 

Nitrate,     oz 25 

Sulphate,   oz .30 

Sulphide,    oz .50 

Caffeine,     oz 40 

Benzoate,    oz 2.10 

Citrate,    oz 40 

Hydrobromate,    oz 1 .20 

Hydrochloride,    oz 1.35 

Salicylate,     01 1.00 

and  Soda  Benzoate,  oz.        .80 

Calamine,   prepared,   lb 15 

Calcium,    metal,    oz 5.25 

Acetate,   oz .15 

Bromide,    oz 15 

Carbide,    lb 15 

Carbonate,     pure 50 

Carbonate,   Precip.,  lb.   ..         .10 

Chloride,   com'l.,   lb 08 

Chloride,   pure,    lb 1.00 

Glycerophosphate,    oz.     . .        .80 

Hypophos,    oz 15 

Hyposulphite,    oz .15 

Todide,    oz .65 

Lactate,    oz 20 

Lactophospbate,    oz 25 

Nitrate,    oz 25 

Oxalate,    pure,    oz .15 

Peroxide,    oz .30 

Phos.  Percip.,  lb .25 

Phosphide,    oz .90 

Saceharate,     oz 20 

Salicylate,    oz .45 

Sulphate,    Precip.,    lb.    .  .         .70 

Sulphide,  oz 20 

Sulphite,     oz 15 

Sulphocarb,     oz 20 

Campber,  in  bulk 1.65 

oz.   blocks,    lb 1.70 

Powdered,    lb 2.00 

Monobromide,    oz 1.85 

Monobromide,    oz 30 

Cannabine     Tannate,     15-gr. 

tubes,    each 60 

Cantharides,   whole.    Chinese 

lb 2.25 

Powder,    Chinese,    lb 2.25 

Whole.   Russian,  lb 0.90 

Powdejed,   Russian,  lb....      7.00 
Cant  hard  in,    5    gr.    tube, 

each      2.28 

Carbon,     Bisulph,     lb 25 

Tetrachloride,   lb 30 

Castoreum,     oz 65 

Celloidin,    oz 1 .  5C 

Cerium,    nitrate,    oz .85 

Oxalate,     oz 20 

Chalk.   French,   lump,   lb.    ..         .40 

French,    powd.,    lb 05 

Chirette.     lb 85 

Chloralamid,     oz .85 

<  hloral    Hydrate,    lb 1.30 

Ch!nrnform.    D.    &    F..    blue 

lnbel.     lb 2.  If. 

D.    fc   F.,   pure,    lb 3.60 

V>.    Ss    F.    Methyl,    lb.    ...      2.10 

Commercial,    lb .70 

Lyman's,    lb 90 

Chloropbyl,   for   spirits,   oz..       1.20 

for  oils,   oz 6r. 

Chlorophy],   for  water,   oz.    .         .75 
Chromium     Acetate,   oz.    .  .  .         .25 

Carbomtp,     oz 50 

Chloride,     soluble,     oz.     ..  .60 

ChWin'e.    Solution,    oz.    .  .  .20 

Nitrate,   oz .30 

OxioV    oz .  2T 

P-m-nVred.    oz .  3t 

Sulphate,     oz 20 

Cinehonine,    Muriate,    oz.    .  .       1  .  50 

Pure    Crystal,    oz 95 

Salicylate,    oz 60 

Sulphate,  oz l.io 

Cinchonidin.     Sulp._     oz.     .  .      2.00 
Cinchonidine,   pure.    Cryst.. 

nz 1.20 

Hv*r«eh1or.    oz 2 .  Of. 
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Unarm,     01 *0.90 

Citrophen,   25  gr.  pkt.,  each        .90 

Cobalt,   oi 60 

Chloride,    02 35 

Nitrate,   oz 20 

Oxide,    oi 30 

Sulphate,  01 20 

Cocaine     alkaloid,    oz 19.00 

Nitrate.     %    oz.    ea 5.00 

Salicylate,    5   gr.   pkt.    ea,      1.25 
Muriate,    oz 7.25 

meal,   lb 75 

Pulv.,    lb 85 

Cocoa    Butter,    lb 75 

Codeia,    Cryst.,    oz 6.75 

Hydrochlor 9.00 

Phosphate,    oz 4.50 

Sulphate,    oz 4.75 

Colchiciu.    C.P..    Cryst.,    15 

gr.   bot.,    each    2.65 

Colocynth,   apple,   lb 80 

Pulv.,    lb 1.00 

Collodian,   lb 60 

Canthar,    oz 40 

Flexible,    cz 10 

Styptic,    oz 15 

Coloring,    Brandy,    lb 20 

Cochineal,     lb 50 

Confect..   Opium,    lb 75 

Roses,    lb 1.25 

Senna,    lb 1.25 

Sulphur,    lb 50 

Copper,  Acetate,  pure,  oz 20 

Arseioniate,    oz     20 

Aluminated,    oz .10 

Ammonia    Sulph..     oz.     ..         .15 

Bromide,     oz 45 

Carbonate,    lb 60 

Chloride,    B.,    oz 20 

Citrate,     oz 30 

Cyanide,    oz 25 

Filings,    oz 12 

Foil,    oz 15 

Metal,    oz 25 

Nitrate,   oz 15 

Oxalate,    oz 35 

Oxide,    black,    oz 25 

Oxide,    red.    oz 30 

Potass.    Chloride,    of.     .  .         .20 

Shot,     oz .25 

Sulphide,    oz 20 

Sulphate,    pure,    lb 55 

Sulphate,    com'l.,    lb 12 

Tartrate,     oz 20 

Wire,     oz 25 

Cowhage,     oz 1.75 

Creosote,    B.W.,    lb 1.40 

Carb.,    oz 35 

Crocus.    Martis.    lb 38 

Croton.    Choral,    oz 85 

Cumarin.   oz.    .40 

Cuttle  Fish  bone,  lb 

Powdered,     lb 

Daturnine,    Pure,    5gr.    bot., 

each      80 

Hydrochlor,    5   gr.  bot., 

each    .75 

Sulphate.  5  gr.  bot.,  each  .75 
Delphinine.  15  gr.  bot.,  each  .65 
Diabetin,    100    grammes   for     2.00 

Diacetyl     Morphine,    oz 6.75 

Diaptherine,    oz .75 

Diapente.    lb 50 

Diastase.    Malt.,    oz 60 

Digitalin.    German,    pure, 

t-4    oz.,    each    4.00 

Digitine,    pure,    5    gr.    tube, 

each 40 

Dim  ethyl- Amid  obenzalde- 

byde,    oz 1 .75 

Dinion,    15    gr.    tube,    each.        .50 

Diphenylamine,     oz .25 

Di-Thymol-Iodide,    oz 1.00 

Diuretin.     Knoll,     oz 2.70 

Merek's     (Theobromine 

and    Soda   Salicyl).    oz.        .75 

Fdinnl.     powd..     oz 1.05 

Elaterium,    oz.     2.80 

Elaterin.  Cryst..  15  gr.  bot.. 

each    2.40 

Emetine.   Alkaloid.  5  gr.  bot., 

each    60 

Epirarin,    Veterinary,    oz.    .      1.00 

Pure,    oz 90 

Ergot,   lb 6.00 

Pulv..     lb 6.25 

Ergotine.     Beajean,     oz.     ..      5.60 
Frrthrol   Tetranitrate  Tablets 

bots..  of  24  each  .  .  .  .  1.90 
Eserine.   C.P..   5  gr.  tube. 

each      3.10 

C.P.,  2  gr.  tube.  each..  2.00 
P.P..  3  gr.  tube.  each..  2.25 
Citrate,  tube,  each  ....  1.50 
Hydrobromate,  5  gr.  tube, 

each     1 .75 

Hvdroehlorate.  5  gr.  tube, 

•ach    1.75 

Vltrate.    5    rr    toSe.    *aeh      1.75 


Lserlrc,  Salicylate,  6  gr.  taut. 

each 70 

Sulphate,   5  gr.   tube,    each        .65 

Ether,     Sulph.,    lb 40 

Sulph.,   Squibbs,    %    lbs., 

lb 1.76 

Ether,     Valerianate,     oz.     ..       1.00 

Ethyl,    Bromide,    oz .5<J 

Butyrate,    oz .40 

Formate,    oz 30 

Iodide,      oz 65 

F.ucaine,   B.,    ^s    oz.,   each..         .70 

Eucalyptol,  oz 16 

Euresol,    oz 3.50 

Europhen,    oz 2.10 

Exalgine,   25  gis.,   »>'.ch    ...      1.50 
Exodin  Tablets,    Vi    ^.amme 
each    (boxes  of  10  tab 

.ets)     box     50 

Ferratin,     uz 1 .  uo 

Ferrupyrine,     oz 1.40 

Fibrolysiu,    tube,    each 55 

Flowers.     Arnica,     lb 35 

Chamomile,    German,    lb..        .so 
Chamomile,    Roman,    lb...      1.15 

Calendula,     lb 3.50 

Flowers.    Elder,    lb 35 

Lavender,   lb 65 

Rose,     oz 20 

Formaldehyde,     lb 32 

Formin,   oz 13 

Fluor   Spar,    powd.,    lb 15 

Fluorescein,    oz 90 

Fuller's  Earth,   lb 10 

Powdered    .07 

Gaduol,   oz 40 

Gallobroinal,    oz 60 

Galls,    powd.,    lb .50 

Garlic,    lb .30 

Gelatine  for  Hypodermic  use, 

100   grammes,    each    ..      1.60 

Cox's,    per   doz 2.00 

Gelatine,    Silver   label,    lb...      1.25 
Gelseminine,  C.P.,  5  gr,  bot. 

each     70 

Hydrobromate.   5  gr.  bot. 

each     70 

Hydrochlorate,   5   gr.  bot., 

each    .70 

Sulphate,  5  gr.  bot.,  each        .70 

Gingerine,    oz 75 

Glass  Wool,  oz .45 

Glucose,    lb 12 

Pure,     oz 20 

Glycerine,    lb 37 

Glycin,    of 85 

Glycyrrhizin,    Ammon..    oz..         .90 
Gold    Bromide    Mono,    5    gr. 

bit.,    each     70 

Bromide,   Tri„    5   gr.   bot. 

each    .40 

Chloride   and    Sodium,    15 

gr.    bots.,    doz 4.20 

Chloride    and    Sodium, 

solu.,    oz 3.00 

Chloride,  dry,   15  gr.  bots., 

doz 12.00 

Oxide.    15   er.  bot.,   each.      1.55 

Grains.    Paradise,    lb 40 

Guaicol,     oz 40 

Guaiacol,   Carbonate,   oz 45 

Salicylate,     oz 2.35 

Valerianate,    oz 85 

Guaiacum,    Rasp.,    lb 20 

Guarana.    Pulv.,    oz 20 

Gum.    Aloes.    Barb.,   lb 25 

Aloes,    barb.,   pulv.,   lb 30 

Aloes.    Cape.,   lb 35 

Aloes.   Cape,  pulv.,  lb.    .  .         .40 

Aloes,    Socot,    lb .85 

Aloes,    Socot,    pulv.,    lb...        .95 

Ammoniac,    lb 3.00 

Arabic,    select,    lb 60 

Arabic,  Sorts,  lb 35 

Arabic.    Pulv..    Opt.,    lb 50 

Assafoetida,     powd.,    lb...      1.00 

Assafoetida,     lb 1.25 

Arabic.    Pulv..    Sorta.    lb.        .55 

Benzoin,   lb 65 

Catechu  Com'l  (Japoniea) 

lb 27 

Catechu  Cnbes,   lb 40 

Catechu    Pulv.,    lb 60 

Copal,    lb 60 

Damar,    lb 60 

Fuphorhium,    lb 1.45 

Funhorbium.    Pulv.,    lb..         1.50 

Galbanum,    of 20 

Gamboge,    lb 2.25 

Gamboge.    Pulv.,    lb.    ...      "Bo 
Guaiacum.    ordinary,    lb....    1.25 

Guaiacum.    pnlv.,    lb 1.50 

Kino,    lb 1.35 

Kino,    pnlv.,    lb 1.45 

Mastic,    lb 1.00 

Myrrh,  lb 1.00 

Myrrh,    pulv.,   lb 1.20 

Olibanum.   lb 40 

Sandarac,    ib 90 

Sang.    Draconis.    lb 2.00 

Sang,   Draconis,   powd., 

lb 2.25 

Scammony,   lb 5.00 


Gum    Seedlac,    oz 10 

Shellac   orange, '  lb 1.25 

Shellac,  bleacred,  lb 2.25 

Shellac,    Powd.,    lb J..3U 

Storax,     oz 

Spruce,    lb 1.25 

Substitute   Yellow  Dextrine, 

lb 10 

White,    lb 10 

Tamarac,     lb 1.50 

Thus.     (Turpentine),     lb...      .35 

Tragacanth,  pulv.,    11- 2.75 

Tragacanth.    extra    select, 

lb 3.2.3 

Tragacanth,    2nd   select, 

lb 2.75 

Tragacanth,    Sorts,    lb 2.25 

.40 

.85 

1.35 

.50 

1.00 

.35 

.50 
.25 


Gun    Cotton,    oz 

Haemoglobin,     oz , 

Hedonal,     oz 

Heliotropin,    of 

Holocaiue  Hydrochlor,    1 
gramme    bots.,    each. 
Homatrophine.    pure,    1   gr 

tube,  each 

Hydrobromate,    1   gr. 

tube,    each    

Honey,  lb 

Hops,    in    packages,    doz 1.00 

Hydrastin.    Alkaloid,    15   gr. 

tubes,     each     ,..      2.50 

Hydrastin,     Hydrochlor,     15 

gr.    bots.,    each 1.50 

Sulphate,    15   gr.   bots,    ea      2.30 
Hvdiastinine    Hydrochlor, 

15   gr.  tubes,   each    ...      2.75 

Hydroquinine,   oz .25 

Hyoscine  Hydrobrom,  1  gr. 

tube,     each     ,         .50 

Hydrochlor,    1  gr.  tube. 

each     1.25 

Pure    Amorphous,    1    gr. 

tube 50 

Hyoscyamine,     amorph., 

Cryst.,   1   grain,   each..         .40 
Hydrochlor,  5  gr.  tube, 

each     

Sulp.,  pure,  5  grains  each 

Ichthalbin,     oz 

Ichthoform,     1    oz 

Ichthyol  Sodium,   of 

(substitute),     oz.     .  . 
Insect  Powder.  !b 


1.75 
.60 
.90 

1.25 
.60 
.25 
.50 

1.10 

.42 

Resublimed     oz 45 

Iodoehloride,    of 

Iodoform,  Cryst.,  or  powdei 


Iodine.    Chloride,    Trl.,   of. 
Commercial,    oz 


Iodoform,  Deodorized,   oz 

Iodomuth,  of 

Iodoformogen,    oz 

Iodol,    oz 

Iodopin,    oz 

Iodophenin,    oz 

lodothyrine,     oz 5.00 

Todopyrine,   10  gramme  bots.. 

each      .50 

Ionone,     grain     05 

Iridin,    hi    oz.,   each    1.00 


.60 
1.00 
1.10 

.55 
4.25 

1.05 
2.00 


Iron   Acetate,    Of. 

Ammoniated,    lb 

Ammonia,   sulp.,   oz.    .  . 
Ammon.,    Mur.,   lb     .  .  . 

Arsenate,   oz 

Arseniate,    of 

Benzoate.    oz 

Bromide,     oz 

Hydrogen,  oz 

Cacodylate.     oz 

Carb.,    Precip..    lb..  . 

Carb..    Sacch..  lb 

Chloride    (Ferric),    oz. 

(Ferroug),    of 

"      Citrate,  oz 

' '      Ammonia,    lb. .  . 


.25 
.70 
.15 
.50 
.25 
.20 
.°3 
.20 

.15 
3.00 

.12 
.75 
.15 
.25 
.20 
1.35 


Citrate  &  Quinine,  4  p.c,  oz  .40 

10    p.c,    oz 

"      B.P.    oz 

"      and    strych.    oz 

(Ferrocyanide).pure.     oz. 

Filings,    lb 

Glycerophosphate,    oz.    .  . 

Iodide,    oz 

Hypophos..    oz 

Saccharated.     oz 

Lactate,    oz 

Lactophosphate,    oz 

and     Manganese     Citrate. 


.45 
.50 
.25 

.30 
.20 

.50 
.35 
.30 

.30 

.30 
.35 


.35 
.85 
.25 


Peptonized,      oz.      .  . 
Nitrate    Crystals,    oz.    . 

Oxalate,  oz 21 

Ferric   Scales,   oz 2" 

Oxalate    and    Potassium. 

oz 2" 


Ifuu,     U.^lue,     tiMii    I.     It)  i   .   Z\ 

lilb    1..     oz ,o 

'.  ■  wn,    pure.    lb.     ....  .  40 

k      .    Saccharated,    lb     .  .  6' 

Peptonized,    oz *o 

Perchloride    oz 40 

Phosphate,    Scale,    oz 15 

Pyrites,    ib au 

Iron   Pyrophos.,    oz .20 

Salicylate,    oz 20 

Sesquichloride,    oz .10 

Silicate,    oz [20 

Subsulphato,   oz .15 

Succinate,    oz 50 

Sulph.,    Exsic,    lb '12 

,    P"re,     lb _         .35 

S-u.phocarb.,     uz zu 

Sulphocyanide,    oz 50 

Tart   and  Potash,   oz.    .  .  .         .30 
^  alerianate,    oz.    ...  70 

Wire,    fine,    lb ..'.         ^50 

Sulphide,    lumps,    lb .25 

sticks,     lb 30 

Isinglass,   American  Fish,   oz.      !20 

Brazil,  oz 3q 

Russian,  oz 1.60 

Jalapin,    oz 1  25 

Juice    Pawpaw,    oz .'70 

Jalap,    Resin,    oz '         [75 

Kamala,  oz "^q 

Kaolin,     lb '.  '12 

Kerir,    fungi,    „z.     .....'..'.'.'       1 '55 

Keratin,    Peptonized,    oz.    ..      3    25 
kesselguhr.    Natural,    lb.    ..         ^40 

Kousso.      OZ.  *9q 

Kola  Nuts,   lb.    ..'.'.'.'.'.'.'.['.  '55 

Lactophenin,     oz ]  l!l5 

Lactucarium,     .  .  oz \  1*25 

Laevuiose,    Diabetic,    100 

gm.    tin,    each go 

Syrupy,    Microscopy,   oz. .  .  100 

Lard,   Benzoated,   lb 50 

Lead  Acetate,   C.P.,    Cryst 

lb '.  .55 

Acetate,    lb 20 

Acetate,  powdered,  lb 30 

Arsenate,    Com'l.,    lb.     .  40 

Carbonate,    E.P.,    lb.    ...  .90 

Chloride,   pure,  oz 15 

Chromate,   Fused,  oz.    ...  "15 

Dioxide,    oz '  jo 

Foil,    Assay,    lb '.'.  '.60 

Iodide,    oz 40 

Nitrate,   pure,   oz .'20 

Com.,  lb '  '25 

Oleate,    oz 25 

Oxide,    black,    oz.    .  .  jq 

Oxide,    C.P.,    lb ]gs 

Oxalate,    oz [12 

Peroxide,    oz *  25 

Sulphate.    C.P.,    oz.  '....'  "25 

Sulphide,    oz  T5 

Test,  lb ; ; ; ;     ;  40 

Leaves,    Stramanium.    lb.    ..  75 

Uva  Drai,  lb .'30 

Lecithin.    15    gr.    bot 40 

Tablets.    (100  in  bot),  bot    l!2o 

Lenigallol.     oz 1.85 

Leptandrln,  of go 

Lime.    Chloride,    1    lb.,    doz..    1.90 

r.%    "> doz.      1.25 

Liniment.    Aconite,    lb..     ..      1.50 

Belladona      lb 1.75 

Camph.    Co.,    pure 1.20 

Chloroform,    lb 1.75 

Croton.    lb 1.9C 

Todine.      Ib 2  .  5<> 

Opii.  lb 2.35 

Saponis.   B.P.,    lb 90 

Sinapis    Co.,     lb 2   25 

Terebinth.)    lb 1^00 

Acet.     lb 1.30 

Liquor.    Amm.,   Ammon  Acet 

Fort..    Ib 30 

Citras.    Fort.,    lb 1.25 

Antim,    Perchlor,    lb 25 

Arsenica.    Hydrochlor.    lb.         .20 

Arsenicalis.    lb 1  .s 

Bismuth,    lb 75 

Carbo  Detergeno.   lb.    ...      1.00 

Donovani.     lb 40 

Episasticus.    oz 90 

Ferri   Acetas.   Fnrt..   lb.    .         .40 

"      Iodide,    lb 5. no 

"      Perchlor.    Fort.,    lb.         .22 

"      Peniit.    lh 

"      Persulph..    lb 30 

Hydrarg.    Perchlor,    lb.    .         .30 

Nit.    Acid,    lh 1.00 

Plumbi.    Acetas.    lb 

Potassae.     lb 15 

-:    Flav.   Co..    lb.    .  .  .      1  .  50 

Soda.    Chlor..    lb lg 

Soda    Ethylate.    oz ?  = 

Strychnine,    lb 70 

Zinri   Chlor..    lh j 

Linnorice,    Paste,    lb t .  40 

P"wd.  Extract,   lb 17! 

sticks,    lb        ...      1.10 

Lithia    Bitartrate.    oi  .8* 

Benznnte.    oz.  .  8C 

Bromide,   ox 10 

Carbonate.    01 j» 
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Llthia    Chloride,    o« *     Vr, 

Citrate,     oz J" 

Iodide,    ox $" 

Nitrate    oz " 

Salicylate,     ox *| 

Tartrate,    oz •  »= 

Litmus,    Granular,    lb 2.00 

Cubes,    lb |-85 

Losophen,    oz ■*••" 

Luminal,     oz »•»" 

Luplin,    oz -65 

Lycopodium,  lb '■" 

Lycetol,    oz 3.75 

Magnesium,  Ammonia,  Phos- 

Pbate.    oz -0 

Borocitrate,    ox «? 

Bromide,    oz *° 

Carb,    (ounceB).  lb 40 

(ponderous)      lb 50 

"      (Powdered),  lb 25 

"      (Calcined),     lb.     ..         .85 

Chloride,  oz -20 

Citrate,    soluble,   lb 1.25 

Glycerophosphate,  oz.   ...         .40 

Hypophosphite,    01 90 

Magnesium    Metal,   powd.,    oz.     .35 

Nitrate,    oz 15 

Phosphate,    oi »» 

Eibbon,    oz 60 

Salicylate,    oz 20 

Sulphate,    C.P..   dried,   lb.        .45 
"         Commercial,    lb..        .07 

Sulphite,    oz 15 

Wire,    oz. .  :    "0 

Mallein    (5   gramme   tubes), 

each     »■«? 

Maltose,    oz l.Oo 

Manganese,    BoraU,    oi.     ..         .85 

Carbonate,   oz .20 

Chloride,    oz 20 

Glycerophos,  oz 45 

Hypophos,    oz 30 

Iodide,    oz 60 

Metal,    oi 80 

Oxide,    commercial,    lb 13 

Black,    pure,    lb 1.95 

Peptonized,    oz .50 

Phosphate,    oz.     .20 

Sulphate,    oz 15 

Manna,    oz 15 

Menthol,    lg 10-50 

Mercury,  lb 1.30 

Acetate,    oa 80 

Bichlor,     (Corros.    Sub- 
limate), lb 1-80 

Pulv.,  lb 1.65 

Biniodide,    oz 45 

Bromide,     oz .80 

With  Chalk,  oz 10 

Chloride    (Calomel)    lb 2.10 

Chi.  Am.    (White  Preelp.). 

oz 20 

Cyanide,    oz .45 

lodo  Viride.   oz 45 

Nitrate    Cryst..    oz 30 

Nitric    Oxide    (Red 

Precip.,   lb 2.30 

Oleate.    10  p.c.    oz 28 

Oleate,    20   p.c.    oz 3  3 

Oxide  Flav.,  oz 30 

Oxychloride,     oi 60 

Oxycyanide,    oz 55 

Salicylate,  oz 45 

Sulph.   Flav.    (Tnrpeth 

MinM).    oz 40 

with    Sulph.    (Ethiopr. 

Min'l).    oz 25 

Sulphate,   bi.,    oz 35 

Sulphocyanide.    oz .45 

Tannote.     oz 35 

Mesotan,    1    oz 1-50 

Methylene.   Todide.   oz 1.25 

Microcosmic    Salts,    oz 15 

Milk    sugar,    lb 40 

Mistura.    Ferri   Co.,    bl 60 

Glvrvrrhiza   Co.    (U.S. P.), 

lb 60 

Morphia.    Alkaloid,    oz.    ..      10.50 

Acetate,    oz 4.50 

Bromide,    oz 20  .  00 

Muriate,    oz 4.50 

Sulphate,    oz 4.50 

Tartrate,     oz 10.00 

Valerianate,    oz 20.00 

Monochlorophenal,    oz .60 

Mobs,    Iceland,    lb -60 

Irish,    lb 20 

Bleached,  lb 69 

Musk,    Canton,    oz 2.00 

Musk,   pure  grain,    grain    .  .         .10 

Myrtol.    oi 1.25 

Napthaline,  E.P.,  Cryst..  oz.        .15 

E.P.,   pulv.,    oi 10 

Balls,    lb 15 

Flake,   lb 15 

Napthol,    Alpha.,   Recryat, 

Medic'l.    oz 33 

Beta,  Recryst,   Medicinal. 

oz. 20 

Beta.    Benzoate.   oz.    ...  .45 

Nickel.   Metal,   oz 20 

Bromide,    oz .80 

Carbonate,    oz .15 


Florida,    oi 20 

Nilrale,    oz *   ''H 

Oxide,     oz J* 

salt,     lb 30 

Sheet,    oz " 

.sulphate,    oz •!" 

Nosopheu,     oz Ti. 

Nux    Vomica,    powd.,    lb.    ..         .45 
Nylanders,    Reagent,    lb.    ..      1.00 

Oil  Amber,   crude,  lb l-jju 

Rectified,    lb !•*» 

Amygdal,  Amara.  pure,  oz.    1.50 

Persic,    oz it 

Aniline,    oi *» 

Anise,    oi « 

Banana,     lb '" 

Baya  Green,  oa "> 

Bty    Rum,    oz f° 

Bei'ganiot,     oz jj5 

Ctue,     oz ri 

Cajeout,    oz J- a 

Camphor,    lb.     •*•> 

Cap&cum,    oz *•" 

Caraway,    oz •*;? 

Cass.a,   oz •  •  •         •  *> 

Castor,   English,    1st,   lb...      .^9 

2nds,   lb 25 

Pharmaceutical,    lb oo 

Cedar,    pure,    lb 2-75 

Cedar,  Com'l.,  lb 1-50 

Wood,    lb.,   cedar 1-00 

Cedrat,    oz 90 

Chaulmoogra.    oi ■•» 

Chamamile,    oz 4.i>u 

Citronella,   Com'l,   lb 80 

Opt.,   lb 1-10 

Cinnamon,   True,    oz 2.00 

Cloves,     oz 30 

Cocoanut,    lb ■  •         35 

Cod  Liver,   Norway,   gal...      1-90 
Mace,    Essential,    oz.      .40 

Cognac,    green,    oz *"I5 

White,    oz '.-      -60 

Copaiba     oz -|0 

Coriander,    oz ±iu 

Cotton  Seed,   gal 1-90 

Crotou.  oi »5 

Cube's,    oz yu 

Olei  Resin,    oz 1.00 

Cumin,    oz °o 

Di".   °* 1% 

Erigeron,     oz »" 

Eucalyptus,    oz 10 

Fennel,    oz 4? 

Fusel,   lb £s 

Hemlock,  pure,  lb l.»o 

No.    2,   lb 1-2? 

Goose,    lb -JjJ 

Jasmine,    oz 4.40 

Juniper,     Berries.oz 25 

Wood,   1     b 1-40 

Lcvender,     Eng.,    oz.     ...      5.50 

Exotic,    oz -5 

Lavender,    French,    oz.    ..         .60 

Garden,    nz -15 

Lemon,    Opt.,   lb 1-50 

Grass,   oz 20 

Linseed,    boiled,    gal 1-50 

Raw,    gal I-47 

Mace,     Essential,     oz.     ..         .40 
Mace.    Expressed,    oz.    ..         .30 

Malefern,    oz 4o 

Mustard,    artificial,    oz 40 

Essential,    oz 2.35 

Mybrane.     lb 45 

Neatsfoot.    gal 2-00 

Neroli.    oz.     1-50 

Nutmeg,    oz 20 

Olive,    pure,    gal 5.25 

Orange,   oz 35 

Bitter,    oz 80 

Origanum,    White,    oz.    .  .         .20 

Red.    lb 2.50 

No.    2    lb 60 

Palm,     lb 23 

Patchouli,    oi 1-00 

Pennyroyal,    oi 85 

Pepper,     black,     oi 1.20 

Oleo  Resin,   oz 2.50 

Peppermint.     American,     oz     .30 

English,    oz 2.00 

Todds,     oz 1-50 

Petrolatum.      Amer.,     gal.      3.50 

Pimento,     oz 30 

Rangoon,   pure,    lb 60 

Rhodii,    oz 43 

Rose.   No.   2.    H,    each    .  .      3.50 
Rn«,  Virgin.    H,  each    ..      4.00 

Rosemary,    Opt.,    oz 15 

Com'l.    lb 2.00 

Santal.    nut.,    nz 1-00 

Santal.    WT.    oz 75 

Sassafras,    lb 2.75 

\rtificial.  lb 1.35 

Savin,    nz 60 

Skunk,    lb 50 

Spearmint,    oz 1.25 

Sperm.,    gal 4.75 

St.  .Tohnawort.  lb T5 

Spruce,    lb 2.00 

Trnnsv,    oz 1.40 

Tar.    lb 15 


Wine,    oz 25 

Wintergreen,    oz 40 

Artificial,     oz 10 

Wormseel,  oz 35 

Wormwood,    oz 1.75 

Oil    Cake,    ground,    lb 08 

Ointments,     Balladonna,     oz.         .  35 

Blue,  lb 1-30 

Boracic   Acid,    lb .45 

Calamine,    lb «7o 

Canthar,    lb 1.10 

Carbolic,    lb 50 

Gallae,    lb 90 

Co.,  lb 1-25 

Hjd.   Ammon,   Chlor.,    lb..      1.16 

Biniodide,   lb 1-00 

Compd.,    lb 1.15 

Xitiatis,    lb 1.25 

Oxide,  Flav.,  lb 1.10 

Oxide,   Rub.,    lb 1.50 

Iodine,    lb 1.10 

Compd.,     lb 95 

Iodoform,     lb 2.00 

Picis,    lb 50 

I'lumbi,    Aeetati,    lb 05 

Plumbi.,   Iodi,  lb 1.75 

Resin,  lb 75 

Simple,    lb 65 

Sulphur,    lb 00 

Sulphur  compound,   lb,    .  .        .80 

Zinc,    Oxide,    lb 60 

Oleo-Resin,    Capsicum,    oz..         .60 

Opium      oz 60 

Opium,    pulv,,    oz 65 

Orange  Peel 25 

Ground 30 

Pancreatine,    Pure,    Active, 

oz 30 

Papain*-,   . 

Merck's,    oz 1.00 

Paraformaldehyde,   oa 90 

Pelletierine,    Sulphate,    15  gr. 

bot.,    each     2.00 

Tannate.    15    gr.    bot.,    ea      1.50 
Pcpsine,    Boudaults    oz.    ...      2.35 

Scale,   Pure  Soluble,  lb 4.55 

Pure,    Soluable,    oz 40 

Peptone,    meat,    dry,    oz 30 

Perhydrol,    50   gramma  boti., 

each     75 

Petrolatum,    Yellow,    lb 22 

White,     lb 50 

Phenocetine,    oz 25 

Powd.,     oz.     Phenalgine.-       1.85 
Tablets,    nz.    Phenalgine..       1.85 

Phenazone.    oz 35 

Phenol.  Bismuth,  oi 80 

Phenol.    Chloride,    oz .45 

Phenolphthalein,    oz .25 

Phloroglucin,    hi   oi.,  each  .  .        .80 
Vanillin,    >4    oa.,    each    .  .        .50 

Phosphorus,     lb 90 

Pentoxide,     oz 60 

Red.     oz 30 

Pilocarpine,   Alkaloid,    5  gr. 

bot.,   each 76 

Hydrobromate,    5   gr.   bot., 

each      00 

Muriate,    5  gr.  bot.,   each.  .      .38 

Nitrate,    5   gr.   bot.,    each 38 

Salicylate,   5  gr.  bot.  each        .60 

Sulphate,   5  gr.  bot.,  each        .60 

Pipe  Clay,  in  square!,  lb.  ..        .16 

Piperine,  1  oz.,  each    1.80 

Pitch,    black,    lb 07 

Burgundy,    lb,    .45 

Platinic   Chloride,   5  p.e. 

sol.,    oz 3.80 

Platinum,    Bichloride,     % 

oi.   bot.,    each    8.00 

Foil,    per   gr 50 

Wire,    per    gr 50 

Plumbago,  lb 19 

Podnpliylin.     oz 1.45 

Poppy  heads,  per  doz .7') 

Potassium,  pure,   %   oz.,  ea...      .30 

Acetate,    lb 70 

Arsenate,     oz .20 

Arsenlte,    oi .20 

Benzoate.    oi 70 

Bicarb.,    lb 50 

"      Pulv..  lb 50 

"       C.P..     Cryst..     lb.     .       1.25 

Bichromate,    lb 25 

"      C.P..   lb..   Crystal    .      1.60 
Potassium  Bisulphate,   lb...      1.60 

Bisulphite,    lb 1.45 

Bitart.    pulv.,    lb 35 

Bromide,    lb 45 

Carbonate,     lb 

Caustic,  Purif.  bv  alcohol. 

lb 85 

sticks,    lb 65 

Chlorate,    lb 25 

Potassium,    Chlnr..    pulv..    lb..      .25 

Pulv..    C.P..    lb 35 

O.P.     lb.,    Crvstal 85 

Chloride,    lb 40 

Chloroplatinate,  15  gr. 

bots.,    each     2.80 

Chrnmate.   fellow,  C.P., 

n? 

Citrate,  lb 1.25 


Cyanide,   mixture 45 

Viiyceruphospliale.    uz.     ..         ,3v 

Hypophosphite,    oz 15 

11)  posulphate,    oz .50 

Hyposulphite,    oz .15 

iodate,    oz 1.20 

Iodide,    lb 4.80 

Metabisulphate,  oz 15 

N.iirate,    lb 25 

C.  P.,  lb 5  5 

Oxalate,    Neutral,    lb 1.05 

1'erchlorate,    oz .30 

Permanganate,   lb 35 

Phosphate,     C.P.,     ox.     ..         .30 
Prussiate,  Red  Cryst.,  lb..  .    1.55 

Red   Pulv.,    lb 1.60 

Salicylate,    ot .8 J 

Silicate,     oz .40 

Silicotiuoride,    oa It 

And    Sodu   Tart.,    C.P. 

Cryst.,    lb 1.40 

Sulphate,  Cryst.,   lb l.Oo 

Pulv.,      lb 1.00 

C.P.,    Cryat.,    oi 20 

C.P.,    powd.,    oi 20 

Sulphite,    oi 35 

Sulphocarb.,    oi 80 

Sulphocyanate,  os 96 

Sulphuret,    lb 35 

Tartrate,    lb 2.15 

Propylamine,    oz 1 .  uu 

Chlor.,    hi 9  80 

Protan,    powd.,    oz .75 

Pulvis,    Alnea    Co.,    lb 80 

Amygdal,    lb 1.00 

Antimon  Co.,  lb 60 

Aromatic  or  Cinnamon  Co., 

lb 1.00 

Pulvis,  Creta,  Aromat,  lb. 

C.   Opii.   lb 90 

For  Mistura  Creta,  lb.    .  .         .45 

Ipecac    Co.,    lb 2.75 

Jalap    Co.,    lb 1.90 

Kino    Co.,    lb.    2-40 

Licorice   Co.,    lb 80 

Opii    Co.,    lb 2.75 

Rhei  Co.,  lb 75 

Scanimonv  Co.,  oz .30 

Seidlitz,   'lb 35 

Tragacanth    Co.,    lb 1.25 

Thompson's    Composition, 

lb 65 

Putty    Powder,    lb 00 

Pyoktannin,    bine,    «I 9.96 

Pvraiuidcn,     Swiss,     oz.     ..      1.50 

Salicylate,    oi 1.50 

Pyridin,   C.P.,   oi 25 

Pyrogallol,    Bismuth,    oi.    .  .      1.55 

Pyrolignine,   oi 1.90 

Quassia    Chips,    lb 20 

Qnassin,    15    gr.    bot.,    each.. 1.85 

Quinine,   Alkaloid,   oz 1.35 

Arsenate,    oz 1.50 

Bisulphate,   oz 90 

Cacodylate.    oz 4.20 

Citrate,      nz 2.25. 

Dihydrnchlnrale.     oz.     ...       2.25 

Ferro   Cy  a  ii  ill  p.    oz 2.05 

Glycerophosphate,     oz 1.50 

Hydrochloride,   oz 1.10 

Hydrochloride,    oz 1.10 

Hypophosphite,    oz 1.40 

Phosphate,    oz 2.25 

Sulphate,  oz 90 

Salicylate,    oz 1.10 

Tannate,    oz.    1.20 

Valerinite,    oz 1.60 

Rescorin,     oz .30 

Resublimed,    oi 3.25 

Rice   Flour,    lb 15 

Rodinal,    3    oz.    bottle   for    .         .9<* 

Root,    Aconite,    lb 45 

Pulv.,     lb 50 

Alkanet,    lb 55 

Angelica,     lb 90 

Arnica,    lb 1.25 

Belladonna,     oz 15 

"      powd.,     lb 50 

Blood,   lb SO 

Pulv.,    lb 40 

Burdock,    lb 35 

Elecampane,    lb 32 

pulv.,  lb 36 

Galangal.    lb 85 

Curcuma,  pulv..  lb 30 

Dandelion,    lb 35 

Dock,    vellnw.    lb 30 

"      cut.     lb 47 

Calamus,    lb 75 

Colochiei,    lb fi5 

Colombo,    lb 20 

Gentian,    lb 30 

"        pulv.,    lb 25 

Ginseng,    oz .60 

Golden    Seal,    whole,    lb...      8.50 

Powd..     lb 9.00 

Hellehire.    White.   Pulv. 

lb 35 

Ipecac,    oi. 3.08 

Jalap,    lb 90 

Jnlnn.    nnlv..    lb on 

Leptandri.    lb 30 
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Licorice,    extra    select,    lb...      .45 
Root  Licorice,  extra  select,  lb     .45 

Root,    pulT.,    lb 40 

Mandrake,    lb 40 

Mandrake,    g'd,    lb 45 

Marshmallow,    gr'd,    lb.    .  .      .75 

Orris,     lb 25 

"      pulv.    lb 30 

Pareira    Brava     60 

Pleurisy,    lb 50 

Rhatany.    lb 40 

Rhei.    E.I.,    lb 1.10 

Rhei,    E.I.,    pulv.,    lb 1.25 

"     Turkey    (so-called) 

ox 30 

"     pulv.,    oz 35 

Sarsaparilla,    Honduras. 

lb 110 

Mexican,     lb 80 

Senega,   lb 1.50 

Serpentaria.    lb 1.10 

Sombul,     os 50 

Spigelia,    lb 1.45 

Squills,    white,    lb 20 

PuIt.    lb 45 

Saccharine,    oz 30 

Saffron,    Amer,    os 20 

Spanish,    02 2.25 

Sal    Acetosella     lb 1.05 

Carlsbad,  artificial,  lb.   ..         .30 

Epsom,    lb 

Howard's,    lb. 1 

Glauber,    lb 05 

Sal    Nitre,    cryst.,    lb 21 

Sal    Nitre,    gran.,    lb 18 

Prunella,     lb 65 

Rochelle.    lb 35 

Soda,     lb 04 

Salicine,    oz 55 

Salol.    01 15 

Salophen.    oz 1.75 

Sanguinarine,  Alkaloid,  5  fT. 

bot„    each     35 

Nitrate.   5   gr.   bots..   each        .45 

Satonine,    oz 20.00 

Santyl.    Liquid,    oz 2.20 

Capsules.  30  In  box  ...  .75 
Saponin,  %  oz.  bot..  each.  .13 
Scopolamine,    hydrochlor,     5 

gr.    bots..    each    .65 

Seeds.    Angelca,   lb 1.00 

Anise,    lb 40 

■*       pulv.,  lb 50 

"      Star,    lb 60 

Burdock,     lb 40 

Canary,    lb -15 

Cardamon,   Decort,   lb.    .  .      1.50 

Pulv.,    lb 2.55 

Celery,    lb 50 

Caraway,  lb 40 

Caraway,   pulT..   lb 45 

Colochici,    lb 1-25 

pulT.,    lb 1.50 

Oonium.     lb .25 

Coroander,    lb 17 

puW.,    lb 20 

Croton,    lb 25 

Cumin,    lb 35 

••      pulT.,    lb 40 

Dill,   lb 30 

Fennel,    lb 40 

"       pulT..    lb.     45 

Flax,    .b 10 

Flax,  pure  ground,  lb 10 

Foenugreek.  pulT.,  lb 20 

Hemp,    lb 20 

Hyoscyamus,     oz 25 

Lobelia,    lb 1.20  . 

Maw.    lb 1. 00 

Mustard.  White,  lb 20 

Pumpkin,     lb 35 

Quince,    lb 3.00 

Rape,     lb 20 

Stavesacre.    lb .75 

pulT..    lb 80 

Stramonium,  lb 80 

Stropanthus,    lb    80 

Worcnseed,   lb 35 

Selenium,   in  sticks,  oz.   .  .  .      1.5P 
Sunflower,  lb 18 

SilTer  Bromide,   oz 2.00 

Chloride,    01 1.15 

e.    %    01.,   each  .25 

Iodide,     oz 3.20 

SilTer  Neuclinate,   oz 70 

Nitrarte,  crys..  oz 85 

Fused,    oz 1.30 

Oxide,   oz 150 

Svlpaat*.    os 3.00 


Snuff,    Copenhagen,   lb.    .     ..    $1.75 

M»cc    lb 1.20 

Scotch,    lb 1.30 

Lorillards,     lb 1.90 

Soap,    Arsenical,    lb 40 

Castile,   pulT.,   lb 40 

Curd,    lb 40 

Cocoanut,   lb 35 

Soft,     lb 30 

Viride,    lb 25 

Whale    Oil.    lb 20 

Soda,  Acetate,  lb 35 

Aluminate,    oz .12 

and  Ammonia  Phos.  (Micro 

acini  Salts),  lb 85 

Arsenate,    pure,    dry,    oz.         .15 

Arsenite,  pure,  oz 15 

Ash,    lb 06 

Benzoate,    ox 10 

Biscarb,    ox 07 

"      Chance's,     lb 10 

Bichromate,   fused,   ox.    .  .         .15 

Biphosphate,     ox 15 

Bi sulphate,  pure,,  ox.  .  .  .15 
Biuulphite.     lb .25 

Pure,  dry,   oz ,.         .10 

Bitartrate,    Cryst.,    oz.    ..         .15 

Bromide,   gran.,   lb 45 

Cocodylate,    oz 60 

Carb.,  C.P.,  Cryst.,  lb.   ..         .35 

"      C.P.,    dried,   lb.    . .        .35 

Caustic,    gran.,    lb 21 

"      Sticks,   lb 50 

' '      Sticks,      pure,      by 

"       alcohol,     lb 65 

Chlorate,   ox 10 

Choleate,     oz 45 

Chloride,    pure,    01 10 

Cinnimata,    H   01.,  each..         .16 

Citrate,   oz 15 

Ethylate,    dry,    oz 1.35 

Fluoride,    oz 10 

Formate,    os 15 

Giycerinophosphate,  oz..  .25 
Hypochlorite.  Solution,  oz.         .10 

Hypophosphite,    os 20 

Hyposulphate,    ox 55 

Hyposulphite,    lb.   C.P.    .  .        .80 

Iodide,    oz 4 

Lactate.    Syr.,    oz 25 

Meconate,    oz 2.25 

Metaphosphate,     oz 20 

Nitrate,    Crude,    lb 15 

Nitrate.    Pure    Cryat.,    os.        .10 

Xitro-prusside,   oz 60 

Nitrate,     oz 10 

Oleate.     oz 15 

Oxalate,     oz 20 

Perborate,   Medicin.   oz...         .15 

Permanganate,     oz 30 

Soda,    Phosphate,    gran.,    lb..      .12 

0.  P..  Cryst.,  lb 50 

C.P.,    pulT„    lb 55 

Salicylate,  ib 80 

Natural,     oz 1.00 

Silicate,     lb 13 

Succinate     oz 23 

Sulphate,  C.P..  Cryst.,  lb.  .35 
Sulphate,       C.P.,       dried 

lb 30 

Sulphite,    Cryst,    or  Gran. 

lb 12 

"      C.P..    lb 25 

"      Dried,    C.P.,    lb.    .  .         .35 

Sulphocarb,    os .15 

Tartrate.    C.P.,    oz 15 

Sodium,    Metal,    oz 60 

Solution  Dobell's.   lb 40 

Fehlings.   No.  1.   oz 05 

Fehlings,  No.  2,   oz 10 

Hydrarg.  Bichlor.,  lb.  ..  .65 
Nitroglycerine,  1  p.c.  os.  .20 
Vlemmicks    (Cale.   Sulph.), 

lb 65 

SomatoBe.   os 60 

Spartein,    Sulph.,    %    01.,   ox.      1.75 

Sparmaceti,    lb 80 

Spirits  Amnion. ,   Aromat.  lb. 

Camphor,  lb 1.15 

Chloroform,   lb 1.05 

Stannous.  Chloride,  C.P..  oz.        .25 

Stannic.    Chloride,    oz 60 

Starch,    powd.,    lb 15 

Stearine,   lb 30 

Strontia    Bromide,    lb 60 

Carbonate,  oz 10 

Chlorate,     os 20 

Chloride,     os 20 

Lactate,    01 20 


Nitrate,   lb $0.35 

Oxalate,   ox 10 

Salicylate,    ox 15 

Sulphide,  oz 15 

Strychnine,    oz 2.10 

Arsenate,    01 2.70 

ArseDite,  oz 2.70 

Glycerophosphate,    ox.    ..      3.10 

Hydrochlorate.     oz 2.00 

Hypophos,    oz 2.40 

Nitrate,    oz     2.25 

Sulphate,    oz 1.65 

Phosphate,   oz 2.25 

Valerianate,     H    oz.    .  .         .80 

Stypticin.    15   gr.   bot.,   each        .60 

Tablets,    box,    each     ....         .65 

Succus.   Conium,   lb 1. 10 

Tarax,    lb 1.60 

Sulf  on»l,     os 1 .  50 

Sulphaminol,     oz 2.00 

Sulphur,    Chloride,    os 16 

Iodide,    os 50 

Precipitated,  lb 35 

Opt.,    lb 50 

Powdered,   lb 06 

Sublimed,     lb 08 

Extra,    lb 14 

Rol,    lb 07 

Vilum,     lb 20 

Tamarids,  lb 18 

Tannalbin,    oz 75 

Tannigen,    oz 1.00 

Tannoform,     oz. .60 

Tar,    Barbadoes,    lb 40 

Stockholm,     lb 60 

Terebene,    oz 20 

Terpin,    Hydrate,    oz 20 

Terpinol,   Liquid,  os 80 

Theobromine,    oz 75 

and  Soda  Salicylate,  oz. .  .        .40 
Theocin,    oz 7.50 

Theocine,    Soda  Acetate,    oz.     4.50 

Thiocol,     substitute,    oz 1.35 

Thioform,   25   gram 75 

Thiol,    oz 40 

Thiosinamine,  oz 1.00 

Thorium,    Nitrate,    oz 2.10 

Thymol,    oz 45 

Thyroidine,   oz 1.35 

Tin.     Metal    Sticks,    oz 20 

Granulates,    lb 2.50 

Powder,    fine,    os 15 

Rasped,     os 25 

Toluene,    lb .45 

Tow,    lb 50 

Tribromphenel,    oz 1.60 

Bismuth,    oz 1.00 

Triferrin,    oz 1.00 

Trikresol,    oz 20 

Trional,     oz.,     substitute.      1.50 

Triphenin,     ox T5 

Tumenal,  25  grammes  for  .  .        .55 

Turpentine,    chian,    os 1.50 

Venice,    lb .35 

Unguentum,    Crede,    os.    ...      2.00 

Uranium    Acetate,    ox 75 

Chloride,   oz 60 

Nitrate,    oz 30 

Urea  Crystals,  Pore,  os.    . .        .65 

Nitrate,     os 65 

Urecedin,    os 60 

Urethane,   oz 60 

Vanilline.    oz .85 

Veratria,  pure,  1-8  oz    each.  .      .90 

Verdigris,   balls,   lb 60 

PuWerized,    lb 60 

Veronal,     substitute,     oz 45 

Vinegar,    Cantharides,    lb...         .90 

Wax.    Bayberry,    lb 80 

Brazi,     or    Carnauba,     lb...      .60 
Ceracine.   lb.  .60 

Japan,    lb .45 

ParaJBne,    lb 10 

White.   No.  1,  lb 90 

White.    No.    ■-•     lh 50 

Yellow     (Beeswax),     lb 50 

\>  lol,     OS 15 

Yohimbine.    Cry6t.,    1    gram 

tul>e.  each 1.05 

Tablets,    (tabes  oi   10). 

each     

Zinc.    Acetate,    pure.    os.    . 

Benzoate.    us 50 

Bromide,    oz 20 

Carbonate,    lb .85 

"      Precip..     01 15 

Chloride,  fused,  ox 20 

"        Granul.,   oz 10 

Cyanide.    01 25 

Ferrocyanide,    01 .4-' 


Granulated,    lb $0.7fi 

"     free    from    Arson  ie, 

ox 25 

Hypophosphite,    01 60 

Iodide,    ox 60 

Lactate,    oz 35 

Metal,    pure,    ox 10 

Nitrate,   pure,   ox 25 

Oleate,     oz 15 

Oxide,    lb .28 

"      pure,    lb 35 

' '      Hubbocks,     lb 75 

"      dry  process,   lb.    ..         .40 

Permanganate,    os 70 

Phosphate     25 

Phosphide,  oz 3& 

Salicylate,     os 10 

Stearate,     os 15 

"      Comp.,    os 60 

Sulphate,    pure,    os. 20 

"      C.P.,    Cryst.,    lb...         .30 

"      C.P.,    Gran.,    lb 30 

"     C.P.,  dried,  lb 40 

Sulphide,  pure,  os 15 

Sulphite,    oz 29 

Sulphocarb,  os 15 

Valerianate.  pu!t.,  oz 48 

Cryst.,  oz 48 

TINCTURES 

Aconite 80 

Aloes 90 

Aloes  and  myrrh 1.15 

Arnica 65 

Asafoctida 1.20 

Belladonna    leaTes    90 

Benzoin 1.05 

Benzoin,  comp 1.25 

Blood    Root 1.35 

Bnchn 3.35 

Calendula 1.75 

Cannabis    Indica 2.25 

Capsicum 85 

Capsicum  and  myrrh 1.40 

Cnrclaairjii qj 

Cardamom,    comp 70 

Catecha 70 

Cimifuga U5 

Cinchona,    comp 1.00 

Cinnamon 95 

Colchicum    root 1.00 

Colchicum  seed 1.00 

Columbo 70 

Cndbear 5, 

Digitalis 85 

Ferric  chloride 85 

Gelsemium 85 

Gentian 60 

Gentian,    comp 65 

Ginger 1.05 

Green  Soap 60 

Guaiac 1.30 

Guaiac,    ammon 1.20 

Hydrastic 2  60 

Hysoscyamus 90 

Iodine .75 

Iodine,    colorless 80 

Iodine,    Churchill's 2.00 

Ipecac 1.30 

Iron,     citre-chloride 85 

Iron,    muriate 35 

Jalap 1.70 

Kino 1.45 

Krameria 00 

LaTender      Comp 1.05 

Lemon    peel 1.70 

Lobelia 85 

Myrrh 1.45 

Myrrh    and    capsicum 1.40 

Nutgall 1  20 

Nux    Vomica 60 

Opium,     camphorated 1.20 

Opium     (laudanum) 1.30 

Orange    Peel 1.05 

Quassia 6J 

Rhubarb 70 

Rhubarb,    aromatic 1.40 

Sanguinaria 1.35 

Serpentaria 1.20 

Squill 80 

Stavesacre 1.10 

Stramonium SO 

Tolu 1.25 

Valeria 80 

Valerian,    ammoniaited 85 

Veratmm.    Viride 115 

Warburg's 3.10 
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Demand  Created 


MARVEL 

Whirling  Spray  Syringe 

MARVEL  COMPANY 
25   West   45th   Street,    New    York   City 

Canadian  Disliibutor:— MacLean,  Benn  &   NeUon,  Ltd. 
489  St.  Paul  St.W.,  Montreal. 


is  one  of  the  most  popular  Toilet  Preparations  in  England, 
and  is  specially  suited  to  the  extremes  of  the  Canadian 
climate.  It  is  invaluable  for  preserving  the  Skin  and  Com- 
plexion from  the  effects  of  exposure  to  the  Sun,  Frost,  and 

Cold    Winds,  and  always  finds  a  ready  sale  wherever  introduced. 

ADD  IT  TO  YOUR  STOCK  AND   INCREASE  YOUR  PROFITS ! 

Sole  Proprietor* : 

M.  BEETHAM  &  SON    -    CHELTENHAM,  England 


ESTABLISHED   183  7 


HOLLOWAY'S 


PILLS    and 
OINTMENT 

have  earned  for  themselves  a  great  reputation  for 
general  utility  and  universal  adaptability.  They 
suit  dwellers  in  all  countries,  and  prevent  and 
cure  diseases  incidental  to  many  climates.  Full 
directions  with  each  box  and  pot. 

Stocked  by  the  leading  Wholesale  Druggists 
throughout  the  Dominion. 

Any  suggestion  for  mutual  or  general    advertising  welcomed  by 

THOMAS  HOL LO WA Y,  113,  Somhwark  St. .  London,  England 


December,  \°'2'2 
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HOWARDS' 

IS  THE 

SODII  BICARB 

WITHOUT  THAT 
NAUSEOUS    TASTE 

associated  with  the  Commercial  Product 
Howards  &  Sons,  Ltd.  (Established  1797  Ilford,  London,  Eng. 


■b 

i 
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Condy's  Fluid 

Has  been  the  leading  disinfectant 
for  over  one  hundred  years.  Is 
the    leader   and    always    will  be. 

Condy's  Fluid 

is  a  necessity  in  the  house. 
All  druggists  should  handle 
this  profitable  line. 


CONDY  &  MITCHELL 

LIMITED 
LONDON,  ENGLAND 

HAROLD  F.  RITCHIE  &  CO.,  LIMITED 

AgmntB  for  Canada 

10-12-14  McCAUL  ST  TORONTO,  ONT 


Changes  in   THERMOS 

Prices 

—  NOV.  15th   1922 

BOTTLES 

No.   14 

Bottle  was  §2.50            now    §2.25 

"     25Vo 

■"       2.50 

2.25 

••     25 

-       3.00 
KITS 

■       2.50 

No. 

Kit       was  sl.OO             now    S  >.75 

" 

1.50 

4.1  HI 

•'     398 

-      5.00 

'      4.25 

••     itin 

LOO 

••     ],,_> 

"       L50 

LOO 

"       KM 

"      5.00 

L25 

•"       lit, 

1.0(1 

.75 

■'    n: 

1,50 

1.00 

" '      H8 

■•       5.00 

L25 

■•    \ 



6.75 

"•     17n 

"'       7.00 

6.75 

"      K)8 

1.50 

L25 

TheTh 

ermos  Bottle  Co.,  Lii 
Toronto,  Ontario 

tnited 
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